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Selection Men Hear 
Warning on ‘Jumbo’ 
Investment Policies 


H. H. Jackson Elected 
Head of Home Office 
Life Underwriters 


NEW YORK—The broad duty of a 
chief selection officer is to refuse to be 
limited in his thought or silenced in his 
advice because responsibilities are di- 
vided in his company among actuaries, 
financial officers, agency men and selec- 
tion officers, R. S. Rust, secretary of 
Union Central told the Home Office 
Life Underwriters Association at its 
annual meeting here. 

Furthermore, he said, a strong ag- 
gressive sales force operating under the 
agency system is the selection officer’s 
best ally because to prevent selection 
against the company insurance must be 
sold and not just bought. The best 
way to strengthen and build up such a 
field force is to cooperate with them, 
give them sound policies, that vigorous 
salesmanship will sell, rather than 
weaken them by having a bargain table 
of policies which will be bought and 
not sold. Mr. Rust dealt in consider- 
able detail with the dangers of accept- 
ing too much insurance of types that 
are eagerly sought as bargains. 


H. H. Jackson Is President 


The association elected H. H. Jack- 
son, National Life of Vermont, presi- 


dent. He succeeds J. D. Williamson, 
Canada Life. Ross B. Gordon, State 
Mutual, was reelected vice-president 


and R. C. McCankie, Equitable of 
Iowa, was elected a vice-president. G. 
E, Rogers, Jr., Prudential; G. W. 
Cheney, Phoenix Mutual, and D. S. 
Craig, Metropolitan Life, were reelected 
respectively treasurer, editor and secre- 
tary. New members of the executive 
council are L. M. Robotham, Travel- 
ers; A. C. Webster, Mutual Life; R. F. 
Tull, Fidelity Mutual, and Walter O. 
Menge, Lincoln National. The new pres- 
ident is also head of the American Insti- 
tute of Actuaries. 

The spring meeting will be held in 
Chicago June 1-3. 

The talk which Mr. Rust gave was 
not only timely in view of today’s in- 
terest levels but of much interest for 
its concept of the broader responsibil- 
Ity of the chief selection officer of a 
company. He said that while the de- 
termination of the relative importance 
of mortality and interest rates in the 
various contracts is the function of the 
company’s actuaries it may be that the 
Home Office Life Underwriters can go 
further in their thinking and discussion 
than consideration of ways and means 
to select, applications that are average 
and to discard those that are abnormal. 

Agreeing with a definition of under- 
writing as a major executive function, 
given by the late Franklin B. Mead of 
(CONTINUED ON LAST PAGE) 








Tax Avoidance Is Boomerang Major Companies 


Sell Policies 


Primarily for Some Other 
Purpose, D. B. Maduro Tells Chicago Group 





Emphasis on life insurance as a means 
of avoiding taxation has proved a boom- 
erang, Denis B. Maduro, counsel New 
York City Life Underwriters Associa- 
tion, said at an afternoon clinic spon- 
sored by the Chi- 
cago Association of 
Life Underwriters. 
At an association 
luncheon the same 
day Mr. Maduro 
spoke on insurance 
for stock retire- 
ment. p 

There is always a 
tendency to mag- 
nify the effect of 
taxation, Mr. Ma- 
duro said, and in 
the last five to 
seven years in the 
United States the attitude has developed 
that life insurance is a very good piece 
of property to use in avoiding taxes. 
Education by home offices and in agency 
saqetnae has been strongly along this 
ine. 


Agent Gives Policy Its Value 


D. B. Maduro 


When agents use tax avoidance argu- 
ments to sell life insurance and then tax 
laws change and the avoidance no longer 
obtains, the policyholder is likely to re- 
gard the policy as having no more value. 
Assured sold a policy to perform a 
specific life insurance function still has 
his policy’s prime value left, even 
though it is taxable like other property. 

Life insurance now is feeling the ef- 
fect of this boomerange, Mr. Maduro 
said, in wholesale cancellation of poli- 
cies sold strictly to avoid taxes. An- 
other boomerang is that tax authori- 
ties are eyeing life insurance as a big 
field of tax avoidance. Serious damage, 
Mr. Maduro believes, has been done to 
the business. 

Agents now have to face the music. 
As these policies come up for cancella- 
tion, the agent must resell. Mr. Ma- 
duro suggested an approach to such re- 
selling, 


Valuable Capital Item 


Assuming that the policy is taxable, 
it certainly is in no worse a position than 
any other piece of property in the man’s 
estate. Then its value must be weighed 
along with other capital items. In nine 
cases out of 10 the policy not only 
meets its competition, but beats it, Mr. 
Maduro said. Life insurance is an in- 
vestment of capital, and emphasis should 
be on this rather than on saving of in- 
come. It is a substitution for assured 
as a capital asset. Assured doesn’t 
throw away other capital items because 
they are taxable. 

As a matter of fact, assured needs life 
insurance to provide liquid funds at 
death, and provide them in the most effi- 
cient and economical form. Even should 
assured have his entire estate in cash, 
cash is not as good as life insurance. 
For instance, the executor of the man’s 
estate upon his death would have to 
invest enough in securities to pay the 
estate tax at the end of the 15 months 


permitted for paying such tax. On this 
one point alone life insurance is a bet- 
ter capital investment than other items 
in the estate. 


Three Tax Tests 


There are three tests which the gov- 
ernment authorities may apply in con- 
sidering life insurance for taxation, Mr. 
Maduro said. These are payment of 
premiums; incidents of ownership, re- 
gardless of whether insured pays the 
premiums or not, and transfer of a pol- 
icy made in contemplation of death. 
One, two or all three of these tests may 
be applied. 

The trend with respect to federal es- 
tate tax laws is pessimistic, he said. 
There is no reason for agents to fool 
themselves. Government authorities are 
not going to change the famous ruling, 
TD5302, very much unless agents and 
companies can change the government 
attitude that life insurance is inherently 
testamentary in character. The gov- 
ernment doesn’t have to rely on the in- 
cidents of ownership. 

Of course it is hard for life insurance 
men, who are so thoroughly sold on the 
benefits of their product, to understand 
the reasoning behind the conclusions of 
the taxing authorities. However, agents 
should not throw this reasoning out of 
the window simply because they don’t 
like it. The reasoning is sound. 


Income Tax at Death 


Another point made by Mr. Maduro 
was that in addition to estate taxes a 
policyholder at death owes approxi- 
mately one year’s income tax. Most 
agents stress life insurance to pay estate 
taxes. In a great many cases, and es- 
pecially today, a good deal of money 
is required to pay the income tax due 
at death. Failure to provide liquid funds 
to meet this can do an estate damage 
and more immediate damage than failure 
to provide for the estate tax, for which 
the estate has 15 months to pay. 

Two recent Supreme Court cases have 
established that in case of death the in- 
come tax must be filed on an accrual 
basis and not a cash basis as is the case 
if he is living. A good many items are 
included that would not be ordinarily 
and the expenses do not amount to so 
much, 

The outstanding bills of a doctor, pos- 
sibly many of them from previous years, 
must be reported and may make a big 
difference in the amount of tax. Mr. 
Maduro suggested that doctors should 
set up books, attempt to collect accounts 
or write them off so that this write-off 
will show in case of death. The same 
thing holds true for attorneys. 


Indirect Premium Payments 


There was considerable questioning of 
Mr. Maduro with respect to the indi- 
rect payment of premiums under the 
TD5302 ruling. Mr. Maduro suggested 
that agents apply a very simple test. 
If a husband makes a gift to his wife 
and she is paying the premiums on a 
policy, why did he make the gift—to pay 
the premiums? The closer the transfer 
of the policy and the gift of property 

(CONTINUED ON PAGE 11) 


Map Conservative 
Steps For Jan. 1 


- Several to Pitch Reserves 
Higher—Metropolitan to 
Increase Ordinary Rates 


~ The Chicago “Journal of Commerce” 
Monday printed the report that Metro- 
politan Life on Jan. 1 will reduce the 
interest assumption used in calculating 
reserves to 234 percent and that a new 
scale of ordinary rates will be promul- 
gated, to be pitched on a 2% percent 
interest assumption and the American 
Men table. Present rates are on the 
American Experience table. According 
to this story, interest will be paid at 
the rate of 2% percent under settlement 
options and other funds left with the 
company. 

The “Journal of Commerce” also re- 
ports that Equitable Society and Pru- 
dential will at the same time use a 2% 
percent interest factor and the Ameri- 
can Men table in calculating reserves 
and that New York Life will use a 2%4 
percent factor but will retain the 
American Experience table. 

That a number of the major compa- 
nies contemplated taking some such 
conservative step as this on the first of 
the year has been rumored very freely 
during the past few months. 

The A. N. Guertin committee on non- 
forfeiture values suggested that compa- 
nies be permitted to set up reserves on 
a 2% percent basis, but that policy 
values be based upon a 3 percent inter- 
est assumption. State laws at present 
would not allow adoption of the Guertin 
recommendation so the companies have 
apparently decided to proceed to use a 
more conservative reserve factaor even 
though there is produced concurrently 
higher surrender values. 

None of the companies listed would 
comment on the accuracy of the report. 
However, the advisability of shifting to a 
lower reserve assumption has been the 
subject of discussion at actuarial meet- 
ings and elsewhere and a number of ar- 
ticles have appeared in the trade press, 
though up to now no company kas made 
a public announcement of its decision, 

The Metropolitan’s 234 percent re- 
serve assumption will apply to all new 
policies issued on or after Jan 1. 

Although the new premium rates will 
reflect the recent improvement in mor- 
tality, the net effect will be a general in- 
crease in level, due to the influence of 
the downward trend of interest, 

For ordinary policies, the American 
Men table of mortality will be used, for 
industrial, the 1941 standard table pro- 
mulgated by the New York department, 
and for intermediate and special plans, 
special tables will be employed based on 
recent experience. 

There will be a reduction in premium 
rates for waiver of premium and double 
indemnity. : 

Metropolitan is the only company so 
far which is taking this step. 
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Recruiting and 
Prospecting Viewed 
at Managers’ Parley 


Leaders Present Sugges- 
tions at Pennsylvania As- 
sociation Conference 


By A. R. JAQUA 


The annual managers’ and super- 
visors congress of the Pennsylvania As- 
sociation of Life Underwriters in Her- 
shey was rated as one of the best. 
“Adjusting Management to Defense 
Activity” was the theme. 

Kenneth W. Conrey, who succeeded 
Eric Johnson as general agent of Penn 
Mutual in Pittsburgh, surveyed his last 
three years’ recruiting activities. From 
personal friends of the general agent or 
supervisors 11 new men were secured, 
from centers of influence, 8; agent rec- 
ommendations, 8; and agency prestige, 
1. Of. 11 contracts made in 1938, two 
are still in force; of eight contracts 
made in 1939, three are still in force; 
of nine contracts made in 1940, seven 
are still in force. The average produc- 
tion per man, counting everybody for 
his first year, was $40,000. 

Of 28 men contracted in the past 
three years, Mr. Conrey believes he has 
nine permanent career- -underwriters. 
That means that it is necessary to re- 
cruit three “plus” men to show one 
permanent underwriter. 

If, then, it is desired to get $400,000 
paid life volume from new organization, 
it is necessary to recruit 10 new men. 
About half of these men are financed. 
Each man progresses through a well- 
organized study and training course and 
has ample office and field help. 


Hoyer Has Interesting Plan 


Ralph W. Hoyer, Columbus, O., 
general agent John Hancock Mutual, 
detailed an interesting way of increas- 
ing production. On the first of each 
month, Mr. Hoyer sends to every agent 
10 blue prospect cards in duplicate. As 
the agent gets a new qualified prospect 
he sends the bottom half of the blue 
card back to Mr. Hoyer. 

On Mr. Hoyer’s desk is a folder for 

(CONTINUED ON PAGE 20) 


Hal Nutt Locates 
in Cincinnati 


Becomes Assistant Editor 
of the “Diamond Life 


Bulletins” 


Hal Nutt, representative in Dallas for 
the Southwestern Life has been ap- 
pointed assistant editor with the “Dia- 
mond Life Bulletins’ in Cincinnati at 
420 East Fourth street. 

Besides special writers and contribu- 
tors, this brings the direct editorial 
staff up to five: Abner Thorp, Jr., A. 
R. Jaqua, Albert Hirst, Edwin Pierle 
and Hal Nutt. Extension of the edi- 


torial staff is due to the extension of 





HAL NUTT 
activities covered by the “Diamond 
Life Bulletins,” which now includes an 
elementary training course, “Essentials 


of Life Underwriting,” an advanced 
training course, the “D. L. B. Agent’s 
Service,’ “The Diamond Life Bulletins 
Sales & Statistical Sections,” special 
booklets and publications and an in- 
creasing consulting work in developing 
training courses and training systems 
for companies. 


Mr. Nutt’s Career 


Hal Nutt is Texas born, 27 years old, 
receiving his A.B. degree at Baylor 
University. At school he was secretary 





O.P.M. Man Is on 
Life Counsel Card 


NEW YORK—Geoffrey S. Smith, 
assistant general counsel of the Office 
of Production Management, will be the 
guest speaker at the annual meeting of 
the Association of Life Insurance Coun- 
sel, which will be held Dec. 9-10 at the 
Waldorf-Astoria, New York City. He 
will speak on “Legal Problems in 
National Defense.” Outside of his gov- 
ernment work Mr. Smith is a partner 
of Robert Dechert, counsel of Penn 
Mutual Life, an active member of the 
association. 

Following are the formal papers to 
be presented: “Some Problems in Con- 
nection with Reinstatements Where 
Death Occurs During the Pendency of 
the Reinstatement Application,’ W. H. 
Abell, associate counsel Commonwealtlr 
Life; “Consent of Insured to Insurance 
on His Life and Its Continuance,” F. L. 
Harrington, counsel Massachusetts Pro- 
tective Life; “Some Reflections on Mu- 
tuality and Trusteeship,” Sterling Pier- 
son, counsel Equitable Society. 








to the director of athletics, won awards 
in basketball and track, majored in 
journalism with a minor in English and 
served on the staffs of the college news- 
paper and year book. 

After graduation he worked for four 
years in the home office of the South- 
western Life in the tabulating, actuarial 
and policy change department. Then 
he was promoted to the sales training 
division under Ben Williams and Rip 
Davenport, where he assisted in con- 
ducting sales schools, grading of pa- 
pers, the handling of office routine con- 
nected with agents’ daily reports and 
general correspondence. 

With this background, he went into 
the field as sales representative. He 
made a good, consistent weekly produc- 
tion record and closed a joint $100,000 
case just before signing up with the 
“Diamond Life Bulletins.” 





Organize Wisconsin Bond Sales 


MILWAUKEE—E. L. Carson, man- 
ager Equitable Society and chairman of 
the life insurance agents committee to 
aid defense bond sales, and State Ad- 
ministrator Kuhl of the defense savings 
staff, will visit the 11 local life under- 
writer associations in the state to assist 
them in setting up plans for salary al- 
lotment solicitation. President , Earl 
Wheeler, Madison, has pledged the 
state association to be ready and will- 
ing to help in every way possible to 
further the sale of defense savings 
stamps and bonds. 


Many Distinguished 
Leaders fo Address 
Life Presidents 


General Marshall, Gov- 
ernor Stassen, J. T. Trippe 
Drafted from Other Field; 


NEW YORK—Leaders in outstand. 
ing government and business activities 
are scheduled to address annual conven. 
tion of the Life Presidents Association 
here at the Waldorf-Astoria, on Dee, 
11-12. 

Of signal interest will be an address 
by General George C. Marshall, chief of 





Be 











CHARLES F. HOBBS 


staff, United States Army. Other 
speakers who will contribute viewpoints 
from their respective fields are Juan T. 
Trippe, president Pan American Ait- 
ways System, Governor Harold E. Stas- 
sen of Minnesota, Dr. Douglas S. Free- 
man, editor Richmond “News Leader,’ 
and President William H. Cowley of 
Hamilton College. 

Additional speakers, including a dis- 

(CONTINUED ON PAGE 11) 





SLATED TO TALK BEFORE LIFE PRESIDENTS’ PARLEY IN NEW YORK 





ELBERT 8S. BRIGHAM 
President National Life, Vermont 















FRANCIS V. KEESLING 
President West Coast Life 






A. N. MITCHELL 
President Canada Life 





FRANK F. WEIDENBORNER 
Guardian Life 
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Seek Fischer 
Quster in 
Am. Mutual Case 


lowa Commissioner Under 
Attack—Hearing Set 
for Nov. 24 


DES MOINES—Hearing on charges 


| asking removal of Iowa Commissioner 
© Fischer, 


filed by a _ policyholder of 
American Mutual Life of Des Moines, 
was postponed one week to Nov. 24 fol- 
lowing a legal dis- 
pute between at- 
torneys. 

Benjamin Wolf, 
Richmond Heights, 
Mo., attorney, pol- 
icyholder and for- 
mer employe of 
American Mutual, 
filed the charges 
with the state ex- 
ecutive council, 
composed of the 
governor, secre- 
tary of state, sec- 
retary of agricul- 
ture, state treas- 
urer and state auditor. 

The question as to who has the 
power to remove the commissioner 
arose at the hearing Monday, when 
Governor Wilson said he had been in- 
formed by the attorney-general that it 
rested with the governor. This was 
challenged by H. M. Havner, attorney 
for Wo 

Oral Swift, attorney for Mr. Fischer, 
explained to the council that the com- 
missioner is not taking part in any dis- 
pute.on the jurisdiction question, but he 
wants an investigation of the charges. 

Willis O’Brien, attorney representing 
H. J. Burken of Des Moines, an Amer- 
ican Mutual policyholder entering the 
case for the first time said that to bring 





Cc. R. Fischer 


_ the matter to an issue he was moving 


that the charge against Mr. Fischer be 
dismissed on grounds of lack of juris- 
diction. 

After a closed meeting of the execu- 
tive council, Governor Wilson an- 
nounced that it had been decided the 
hearing would be allowed to proceed 
while the question of removal power 
was taken under advisement. 

The company formerly was_ the 
Brotherhood of American Yeomen, a 
fraternal society. 


Wolf Main Complainant 


Wolf filed complaint with the state 
executive council as a policyholder ask- 
ing that Mr. Fischer be removed. 

Wolf, who said the company is solv- 
ent, asked that Mr. Fischer be removed 
on grounds of “gross partiality” and 
“willful misconduct and maladministra- 
tion in office’? in his supervision of 
American Mutual. 

Basic claim made by Wolf was that 
Mr. Fischer knew “more than $150,000 
had been misappropriated to the per- 
sonal use of two former officials of the 
company.” 


Aetna Casualty Suit 


Wolf charged that George Wall, for- 
mer secretary, and A. H. Hoffman, for- 
mer president and board chairman, mis- 
appropriated varying amounts from the 
company’ s premium income through 
deposits in a “secret bank acount” be- 
tween 1925 and 1937, Mr. Fischer as- 
Sumed office in 1939. He charged that 
Mr. Fischer knew about this, through 
examinations by the departments of 
oOwa and other states, and failed to in- 
sist upon restitution or prosecution. 

American Mutual at present has filed 
(CONTINUED ON PAGE 10) 


October Sales Best in Three Years 





NEW YORK—New life sales in 
October were the highest in three 
years, showing a 12.7 percent gain, 
bringing the year to date increase up to 
7.5 percent, Life Presidents Association 
reports. October sales totaled $730,- 
327,000, the highest since December, 
1938. 

All classes contributed to the in- 
crease, new ordinary amounting to 
$507,145,000 against $446,234,000, an in- 
crease of 13.7 percent. Industrial was 
$148,388,000 compared to $146,465,000, 
a 1.3 percent gain, while group totaled 
$74,794,000 against $55,244,000, a 35.4 
percent increase. 

For the first 10 months, new busi- 
ness of all classes was $6,508,843,000 
against $6,056,560,000, a 7.5 percent 
gain. New ordinary ‘amounted to $4,- 
485,008,000 against $4,214,893,000, a 6.4 
percent increase. Industrial was $1,- 
383,081,000 compared to $1,304,628,000, 
an increase of 6.0 percent. Group to- 
taled $640,754,000 against $537,039,000, 
a 14.3 percent increase. 








Ordinary 
Pet. 
Month 194 941 Gain 
nT err $ 404, 723, 000 $ prt 228, 000 1.5 
Bam, ccd 397,891,000 08,953,000 2.8 
March 439,506,000 458° 338. 000 3.6 
April 448,548,000 463,069,000 3.2 
SE a g:.0-ace 438, 951, 000 458,871,000 4.5 
June 419, 750, 000 449,534,000 7.1 
SUY .ccece 437,000,000 448,433,000 2.6 
Aug. 401,648,000 442,028,000 10.1 
Sept. .... 380,642,000 440,827,000 15.8 
CSG, cues 446,234,000 507,145,000 13.7 
$4,214,893,000 $4,485,008,000 6.4 

Industrial 
Walle. occa as one 113,111,000 $ > 458,000 11.8 
Feb. .. 125,226,000 36, 166,000 8.7 
March 138, 545, 000 148 978,000 7.5 
April 135,852,000 147,462,000 8.5 
TY 600 141,922,000 151,391,000 6.7 
June 128,231,000 135,633,000 5.8 
July 124,192,000 128,783,000 3.7 
Aug. 123,110,0 131,329,000 6.7 
Sept. .... 127,974,000 128,493,000 4 
Gees 6. 146,465,000 148,388,000 1.3 
$1,304,628,000 $1,383,081,000 6.0 








Group 
he 
Month 1940 941 Ga 
ee cae $ 1% 507, pee $ rt 063, 000-73. 9 
Wane as<«s 8,120,000 0,000 1 
March 37° 556, 000 rif on, 000 it 3 
April 39, 800, 000 51,096,0 00 28.4 
May «2c. 44'869,000 46,765,000 4.2 
June 48,946,000 62,977,000 28.7 
July 43,520,000 82,909,000 90.5 
Aug. 53,757,000 1,689,000 3 
CS ee 40, 720, 000 130,229,000219.8 
Geb... .cee 55,244,000 74,794,000 35.4 
$ 537,039,000 $ 640,754,000 19.3 
Total 
COM. cus $ 652,341,000 $ 572,443,000-12.2 
Feb. -- 561,237,000 588,359,000 4.8 
March - 615,607,000 646,196,000 5.0 
April 624,200,000 661,627,000 6.0 
WE cece 625,742,000 657,027,000 5.0 
June 596,927,000 648,144,000 8.6 
July ... 604,712,000 660,125,000 9.2 
Aug 578,515,000 645,046,000 11.5 
CC 549,336,000 699,549,000 27.3 
Cr 647,943,000 730,327,000 12.7 
$6,056,560,000 $6,508,843,000 7.5 


Pacific Mutual Cuts Age Limit 


Pacific Mutual Life has reduced the 
age limit for its “Pacific feature” or 
“Pacific feature D” reimbursement poli- 
cies on children attending school from 
kindergarten on. The limits are $1,000 
loss of life; $5,000 capital sum and 
$1,000 reimbursement. Boys are ac- 
cepted Class B and girls Class A. 


Fox River Valley Club Elects 


NEENAH, WIS. — Oscar Lichten- 
berg, treasurer . Wisconsin National 
Life, Oshkosh, was elected president of 
the Fox River Valley Insurance Club, 
composed of officers, department heads 
and supervisory employes of that com- 
pany, Aid Association for Lutherans of 
Appleton, and Equitable Reserve Asso- 
ciation of Neenah. G. A. L’Estrange, 
manager accident and health depart- 





ment of Wisconsin National, was 
elected vice-president, and Gordon 
Pope, Equitable Reserve, secretary- 
treasurer. 








half of the $2,000. 


paying for it. 


* 


WILLIAM H. KINGSLEY 
Chairman of the Board 





$1,000 WAS NEEDED 


When a man starts premium payments on a 20 Year Endow- 
ment it is to be supposed that he has some very definite 
use in mind for the face amount 20 years hence. 


But there are three primary reasons for insuring—to afford 
protection for the insured’s family, to provide future money 
for the insured, or to take care of emergencies during the 
insurance period. And in this case of one 20 Year Endow- 
ment of $2,000, the insured managed to achieve two uses. 


For midway during the policy period, he needed $1,000, 
so he made a $1,000 policy loan. 
20 year period, the policy matured, and he collected the other 


At that time, the insured wrote the company: 
nection during the 20 years has been exceedingly satisfactory. 
There were a few times when it was rather hard to have the 
premium ready, but we always managed to do it, and now 
we are very glad that we were able to do so. 


“T also want to thank you very much for the loan you 
gave us on the policy back in 1933. 
house and needed just the $1,000 you let us have to finish 
You let us have it at a time when it was 
almost impossible to get a loan any place.” 


+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


At the end of the full 


“Our con- 


We had just bought a 


+ 


JOHN A. STEVENSON 
President 

















Mutual Life 
Managers Get 
Preview of Changes 


Conference in Florida 
Attended by 77—New 
Spirit Abounds 


The: modernization program of Mu- 
tual Life is taking concrete shape and 
by 1942 will be producing positive re- 
sults, President Lewis W. Douglas told 
the company’s managers at their annual 
conference held in Ponte Vedra Beach, 
Fla., for five days last week. 

Mutual Life is undergoing a revitaliz- 
ing process. Its whole structure is be- 
ing put in complete accord with the 


times, down to the minutest detail. 
Better service to policyholders and im- 
proved, quicker service to agents already 
are resulting. Emphasis is being placed 
on public relations activity under the 
guidance of Clifford B. Reeves, assistant 
to the president, formerly associated 
with Doremus & Co., who at the meet- 
ing discussed relations with the public. 

he conference was extremely 
spirited. Formerly there were only gen- 
eral sessions, but this year after a gen- 
eral session the first day, the 77 
managers attending were split into three 
groups which met for the next three 
days each with a home office executive 
presiding. 


Patterson, Hull and Cruess 


These three executives were A. E. 
Patterson, vice-president; J. Roger Hull, 
vice-president and manager of agencies, 
and Leigh Cruess, vice-president and 
manager of selection. They alternated 
so that each of the groups had a session 
with each of the three executives. 

President Douglas opened the first 
day’s session, giving his address on de- 
velopments in Mutual Life and the con- 
dition of its financial structure. He was 
followed by Mr. Patterson, who dis- 
cussed insurance operations, especially 
stressing the important part that men 
in the field can play through selecting 
business at the source. He said this re- 
sults in better all-around risks, thus 
being very beneficial to the company, 
its agents and policyholders, but also 
eliminating excessive declinations, which 
is of greatest practical importance to 
the field men. 

The second morning, group 1 with 
Mr. Hull presiding, discussed recruiting, 
training and supervision; group 2 with 
Mr. Cruess as chairman, selection of 
new business as applied to the field, and 
group 3, Mr. Patterson in the chair, 
analysis ‘of business, agency administra- 
tion and sales promotion. The round 
table conferences continued through the 
next two days. 


Final Session Program 


A general session the fifth day wound 
up the conference, Mr. Reeves starting 
off with his talk on public relations. He 
was followed by Joseph B. Maclean, 
vice-president and actuary, who dis- 
cussed the actuary’s function. Louis W. 
Dawson, vice-president and _ general 
counsel, talked on the legal department 
and Julian S. Myrick, second vice-presi- 
dent, reminisced on the old Mutual Life. 

President Douglas wound up the 
meeting with a closing address. 

Also attending was Dr. William M. 
Bradshaw, chief medical director. 

One of the steps in the Mutual Life’s 
program is simplification of the appli- 
cation blank. Heretofore the binding 
receipt has been separate from the ap- 
plication blank and was issued to an 

(CONTINUED ON PAGE 10) 
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Ray Hodges, 
N.A.L.U. Leader, 
in Company Post 


Becomes Superintendent 
of Agents of Ohio National 
—Kirkpatrick Advanced 


Ray Hodges, heretofore home office 
general agent, has now been appointed 
superintendent of agencies for Ohio 
National Life. At the same time E. E. 
Kirkpatrick, who has been superintend- 
ent of agencies since 1924, becomes 
director of field service. 

Mr. Hodges has had a wide experi- 
ence in field problems both as a personal 
producer and as a general agent. He en- 
tered the business in 1922 as an agent, 
later becoming an assistant manager, 





E. E. KIRKPATRICK 


and has been general agent in Cincin- 
nati since 1927. He graduated from 
Ohio State University in 1922. He 
earned his C, L. U. designation in 1929 
and has been active in life underwriter’s 
association work. He has been trustee 
of the Cincinnati Life Underwriters 
Association for 12 years, and also served 
as secretary and as president. He is a 
past president of the Ohio Life Under- 





RAY HODGES 


writers Association as well as a former 
president of the Cincinnati General 
Agents & Managers Association. 


Leader in N. A, L. U. 


He has held important positions with 
the National Association of Life Under- 
writers including that of secretary 
1939-40, trustee 1940-1941; chairman of 
both the committee on education and the 
agents’ compensation committee. He 
was general chairman of the convention 


Michigan to Tighten 
Up on License 


Requirements 


DETROIT — Seth R. Burwell, di- 
rector life and fraternal division Michi- 
gan insurance department, is working 
on a new set of regulations for the is- 
suance and renewal of agents’ licenses 
with the assistance of the Life Under- 
writers Council of Michigan. 

Highlights of the proposed rules: (1) 
New agents are required within 120 days 
to complete their company’s basic. train- 
ing course, such courses to be approved 
by the department. (2) Every agent shall 
designate a “primary agency connec- 
tion” which shall be informed as: to all 
additional licenses taken out. (3) Can- 
cellation of license by the “primary 
agencv connection” shall cancel all other 
licenses, but these additional licenses 
may be reacquired whén a new “primary 
connection” is made. (4) Upon cash re- 
newal, certification shall be required as 
to whether the agent wrote $30,000 or 
more on six or more lives the previous 
year, although less volume will not nec- 
essarily result in refusal of renewal, de- 
pending upon the circumstances in each 
case. (5) No commission shall be paid 
an agent on insurance on his own life, 
or that of a relative or associate, till he 
shall have $10,000 in force, consisting 
of at least four policy contracts. 


Eliminate One Case Agent 


The insurance department, with a 
larger budget and personnel than ever 
before in its history, is seeking to take 
the first steps looking to the improve- 
ment of the professional reputation of 
the life underwriter, and the elimination 
of the “one case” agent, H. B. Thomp- 
son secretary-counsel for the life coun- 
cil and the Michigan Association of Life 
Underwriters, said. The life council and 
the state association both favor moves 
in that direction. The council has met 
twice this month to consider agents’ 
qualifications and licensing. Jack Rabin- 
owitch, Northwestern Mutual, Flint, 
chairman, presided. 








of the National association recently held 
in Cincinnati. 

Mr. Hodges is at present national 
executive committeeman for the Cin- 
cinnati Association of Life Underwrit- 
ers; chairman of the law and legislation 
committee; a member of the finance 
committee of the National association 
and chairman of the insurance commit- 
tee of the Cincinnati Chamber of Com- 
merce. - 

Mr. Kirkpatrick, in becoming director 
of field service, will continue the de- 
velopment of sales helps and educational 
material for field use. This newly 
created position will relieve Mr. Kirk- 
patrick from the necessity of extensive 
traveling. 

Mr. Kirkpatrick joined Ohio National 
in 1924 as supervisor of the home office 
general agencv and was appointed su- 
perintendent of agencies two years la- 
ter. He helped organize and taught in 
the first Y. M. C. A. evening school for 
life insurance salesmen in the United 
States and later organized a three-year 
school for home office employes in 1922 
and supervised the work. The curricu- 
lum and plan of study was _ later 
adopted by the Life Office Management 
Association. 

His civic activities will continue to 
claim a portion of his time as a part 
of his new responsibilities. He is a 
Mason, a trustee of his church; member 
and former director of the Hyde Park 
Business Club; member and former sec- 
retary of the Caledonian Society; mem- 
ber and former director of the Cincin- 
nati Marketing Association; member 
and former president of the Cincinnati 
Sales Executive Council; executive 
member of the National Federation of 
Sales Executives; charter member of 
the Life Advertisers Association; mem- 
ber of the Cincinnati Advertisers Club. 





Washington National 
Chairman Is Feted 








H. R. KENDALL 


A testimonial resolution individually 
signed by 182 veteran home office em- 
ploves of Washington National’ was 
presented to H. R. Kendall, chairman 
of the board. at ‘the annual Veterans’ 
League banquet. 

The resolution, printed in two colors 
and hand illuminated, commemorated 
the 48th anniversary of Mr. Kendall’s 
entrance into the insurance business 
and the 30th anniversary of Washing- 
tion National. By means of this testi- 
monial the veteran employes, each with 
a service record of from five to 30 
years expressed their regard and affec- 
tion for their chief executive. 

G. R. Kendall, brother of the chair- 
man and president of the company, was 
presented with a bouquet of 30 red 
roses, each rose symbolizing a year in 
the history of the company. 

Following the banquet, there was a 
party and buffet supper served for more 
than 500 employes and their guests. 
Twenty-eight naval cadets from North- 
western University were special guests 
at the general party and dance. 





Surplus Cases Lose 
Appeal on Grounds 
of No Jurisdiction 


The U. S. circuit court of appeals 
has affirmed the decision of Federal 
Judge Igoe, Chicago, in the so-called 
surplus cases, on the sole ground that 
none of the cases individually amount 
to $3,000 and that the court conse- 
quently has no jurisdiction. 

The suits, 15 against 15 different com- 
panies, were brought by holders of 
lapsed policies in mutual companies, and 
seek a “proportionate share” of the sur- 
plus earned while the lapsed policies 
were in effect. There is considerable 
interest among life insurance men in 
the suits since the plaintiff in each case 
claims to represent all others similarly 
situated with respect to the defendant 
company. The suits were consolidated 
on appeal. 


Claim Proportion of Surplus 


The plaintiffs in each case allege 
that a surplus fund was accumulated by 
the company in excess of the legal re- 
serve, and that this surplus belongs in 
equity to all the members in proportion 
to their respective contributions, and the 
earnings thereon, while they were “mem- 
bers of the company.” Plaintiff al- 
leges that this fund is held by the 
company in trust for him and others he 
purports to represent. An accounting, 
appointment of a receiver, and distribu- 
tion of the fund are asked. 

The court stated that it did not be- 
lieve the plaintiff can aggregate his claim 


— 


U. §. Chamber's 
Committee on 
Insurance Meets 


Treats Number of Actiyj- 
ties; Interest in Indus- 
trial Health 


NEW YORK—The insurance cop, 
mittee of the United States Chamber of 
Commerce reviewed the activities jy 
connection with various projects jy 
which it is interested at a full day's 
meeting at the Waldorf-Astoria Hote 
here Friday. The headquarters organ. 
ization was represented by Terence F 
Cunneen, executive assistant for insur. 
ance, and Paul L. Hardesty, assistant 
manager of the insurance department, 
Mr. Cunneen, had the agenda in good 
hand and gave a concise report under 
each heading, which ‘was followed by 
discussion, Particular interest was 
shown in what the department is doing 
in promoting industrial health. John 
L, Train, president of Utica Mutual, 
presided as chairman of the insurance 
committee. 

The others present included Lew H, 
Webb of Conkling, Price & Webb, Chi- 
cago, who is president of the National 
Association of Casualty & Surety 
Agents; Rollin Clark, vice-president 
Continental Casualty and Continental 
Assurance, representing H. A. Behrens; 
Esmond Ewing, vice-president of Tray- 
elers Fire; Edmund Fitzgerald, vice- 
president Northwestern Mutual Life; 
Carl N. Jacobs, president Hardware Mu- 
tual Casualty; James L. Madden, third 
vice-president of Metropolitan Life, rep- 
resenting President L. A. Lincoln; W. 
D. Winter, president of Atlantic Mutual 
of New York, and J. H. R. Timanys, 
secretary Philadelphia Contributionship. 
Those members who were unable to be 
present were W. T.. Grant, president 
Business Men’s Assurance; Paul Ruther- 
ford, president of Hartford Accident; 
John M. Thomas, president - National 
Union Fire, and Chester O. Fischer, 
lacie Massachusetts Mutual 

ife. 








with the claims of others similarly sit- 
uated with respect to each defendant 
company in order to make up the juris- 
dictional amount. The plaintiff urged the 
point hat he depended. on the fund 1n- 
volved, not on the individual policy, but 
the court ruled that the fund does not 
control. If he doesn’t depend on his 
policy, the court said, he depends on 
something that does not exist. 

The plaintiffs now have open to them 
two courses: They can file a petition for 
a rehearing with the circuit court of 
appeals. They can also, with or without 
filing such petition, file a writ of cer 
tiorari with the U. S. Supreme Court. 

The ruling on the point of jurisdic- 
tion is believed to have lessened the 
chance of the central issue of the cast 
being reviewed by the U. S. Supreme 
Court. 





Telephone Movie to Be Shown 


The Life Cashiers Association of New- 
ark will hold a dinner-meeting Nov. *6 
at which sound pictures will be show! 
on how to speak over the telephone. !t 
is planned to have some of the telephone 
operators of life agencies present. 





W. L. Brooks, manager of the Chat- 
lotte, N. C., branch of Jefferson Stat- 
dard Life, has passed the $1,000,000 
mark in new life sales for this year, his 
seventh for exceeding that figure. 
has been with Jefferson Standard more 
than 30 years. 
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Olson Sees Bright 
Future; Chicago 
Supervisors Elect 


“Don K. Alford, Prudential, was 
elected president of the Life Agency 
Supervisors Association of Chicago at 
its annual meeting. i Carson, 
Travelers, was named vice-president, 
and R. W. Frank, State Mutual, was 
elected secretary-treasurer. Mr. Alford 
succeeds Robert J. Curry, Aetna Life. 
The club set Dec. 15 for its Christ- 
mas party at the Electric Club. This 
is the affair to which the supervisors 
take their general agents. — ix 
Schomburg, Prudential, is chairman of 
the arrangements committee. 


Gift to Service Man 


A Christmas gift will be sent by the 
club to Capt. R. H. Wienecke, for- 
merly field supervisor in Chicago for 
Mutual Trust Life, who is now in serv- 
ice with the infantry at Fort Benning, 
Ga. The gift will be accompanied by a 
card bearing the names of the club 
members. Dues were suspended for 
any member while in service. 

Two observations were made by 
Raymond Olson, vice-president, and 
counsel of Mutual Trust Life, in his 
talk to supervisors on “Life Insurance 
Developments.” 

In the first place, Mr. Olson does 
not hold with those who predict a 
paralyzing depression following the 
present war situation, due to the fact 
that a backlog of needs for peace- 
time functions is developing. In the 
second place, after considerable grop- 
ing, the life insurance business, Mr. Ol- 
son believes, today is more nearly per- 
forming its basic function of meeting 
the needs of life contingencies. 


Backlog of Needs 


Throughout the field of business 
there has been and will continue to be a 
postponement of the normal purchase 
of equipment, machines, etc., to offset 
obsolescence. The same thing is hap- 
pening in industry, only perhaps more 
so. Certainly much of industry will 
face the job of tooling up after the 
present defense situation in a readjust- 
ment to peacetime economy. He said 
they will have to change over from 
manufacture of gun carriages, for in- 
stance, to the manufacture of business 
machines. Transfer of boats to the At- 
lantic is placing more of a load on the 
railroads, and a coal car or any other 
rolling stock has in it only so many 
miles of use. Building has practically 
stopped now with a ceiling of $6,000 on 
residences and the government is going 
to start applying priorities. 

The post-defense period may not be 
one of “lush” prosperity, but there 
will be plenty of needs to fill and plenty 
of work to be done to fill them. 

Recalling what happened in the last 
war to life insurance volume, Mr. Olson 
suggested that a somewhat parallel ex- 
perience will be true of the present 
situation. 


Now on Sound Course 


Mr. Olson expressed the belief that 
after considerable gyrating during the 
1930’s life insurance now is on a sound 
course because it is attempting to do 
what is peculiarly its job. 

There was perhaps more confused 
thinking in the decade of the 1930s than 
i any previous decade in history, he 
said, _ Every one had a cure for the 
situation. Politics had its SEC, CCC, 
ttc. Sociologists promoted leaf raking 
activities and backed the belief that the 
Sovernment should take care of every- 
ody, while economists offered their 
solution in the form of spending the 
‘country out of the depression. People 
were attempting to solve their difficul- 
ties by the conception and use of 
gadgets.” 

., Even the life insurance business got 
its eye off the ball. After the banks 
closed life insurance began to assume 


certain banking functions. There was 
no demand for new capital, but con- 
siderable. competition for the interest 
bearing “debt” so that interest rates 
went down. 


Experience in the 1930’s 


In 1933, 1934 and 1935, investment 
men, seeing bonds and securities selling 
at a very low price because of the lack 
of demand, were looking for cash with 
which to buy them. Consequently com- 
pany management looked with favor 
upon single premiums, annuities, etc. 
But in 1936-1938 low interest yield be- 
came a prime factor in the situation 
and investment men were hard put to 
use the money they were getting. Con- 
sequently, restrictions were set up on 
settlement options, annuities, etc. The 
pendulum swung perhaps too far the 
other way. 

At present time companies are writ- 
ing life insurance, Mr. Olson believes. 
Lower priced forms are being pur- 
chased. 





H. M. Faser, agency director Lamar 
Life, has completed a two-state tour of 
Tennessee and Texas. In Texas he 
held agency meetings in Corpus Christi, 
Houston, and Waxahachie. 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St., Cincinnati. 


First Utah Woman Agent 
Feted on 30th Anniversary 


SALT LAKE CITY—Back in 1911 
Penn Mutual Life broke all precedents 
and secured the first woman agent’s li- 
cense for Miss Alice Lund, now Mrs. 
Alice L. Doke. At the Penn Mutual’s 
annual dinner tribute was paid Mrs. 
Doke on her 30 years of successful pro- 
duction. It was also the honor guest’s 
birthday. 

In responding to the encomiums on 
her endeavors, Mrs. Doke related how 
she had met strong religious opposition 
to life insurance when she first started 
out. To those who held that the “Lord 
will provide,’ Mrs. Doke replied, “The 
Lord helps those who help themselves.” 
Then she would quote Paul’s epistle to 
Timothy, “But if any provide not for his 
own, especially for those of his own 
home; he has denied the faith, and is 
worse than an infidel!” 

“You can’t convert a person to your 
way of thinking while that person is in a 
prejudicial frame of mind,’ Mrs. Doke 
explained. “Remove that existing preju- 
dice and you stand a fair chance of get- 
ting an application.” 

Mrs. Doke reviewed a number of hu- 
morous incidents during her career. She 
once took a tombstone as part payment 





on the first year’s premium. ~She also 
accepted a head of sheep as payment, 
paying the company the differencé. in 
cash on an endowment policy of consid- 
erable size. When the Salt Lake police 
Started to write tickets for over-parking, 
she was presented with one. Later she 
wrote an application on the life of the 
officer who arrested her and one on an 
onlooker. 

Master of ceremonies was Franklin E. 
Herb, Salt Lake City, general agent. 
Speakers included William A. Carter, as- 
sistant to Mr Herb, and Jacob Coleman, 
both veteran members of Mr. Herb’s 
agency staff. 





Argue Canada 10% Tax 


TORONTO—Argument on the va- 
lidity of the proposed Dominion 10 per- 
cent tax on the premiums of British 
and foreign insurance companies regis- 
tered with provincial but not with the 
federal government opened in the Su- 
preme Court of Canada at Ottawa. The 
tax was included in the increased levies 
provided in the last budget but was not 
placed in effect pending a court refer- 
ence because the Ontario government 
contended the Dominion had no power 
to tax a British or foreign insurance 
company which was not registered with 
the Dominion government. 





Mean By 


rience, 





‘“What Do You 


Substandard?’’ 


The selection of Life Insurance risks is, basically, 
a matter of classifying applicants into groups— 
the mortality rates of which are known from expe- 


Standard rates are based on the mortality of 
unimpaired lives in non-hazardous occupations. 
Actuaries, however, having studied for many years 


Fort Wayne 


field. 





Geared To Help Its Fieldmen 





the mortality resulting from various occupations 
and impairments are able to calculate PROPER 
premiums for certain “substandard” groups and 
to classify applicants scientifically. 
surance is extended to thousands of persons who 
would otherwise be deprived of its benefits. 
company is proud to have been a pioneer in this 
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Thrift and Saving 


Seemingly there is a difference of 
opinion in Washington regarding the 
expressions that have gone out from 
government officials as to thrift and 
saving. For instance, insurance men 
learn that some in high command want 
to encourage these traits, desire people 
to build up a sinking fund, take con- 
sideration of the rainy day and not doa 
lot of useless spending. The officials 
that take this position evidently realize 
that this policy is a wise one to check 
inflationary tendencies and also to sta- 
bilize economic conditions. 

Yet the government does not give 
the life companies an opportunity to 
carry out this policy because of the 
uncertainty of the future. If, for in- 
stance, the federal government would 
put out a large bond issue at 3 percent 
so that the life companies could buy 
large blocks, they would be sure of a 
3 percent return for many years to 
come. Then the agents could go out 
on a more aggressive campaign selling 
insurance as a thrift proposition. As 
it is now government issues carry a 
very small percent of yield so that the 
interest rate is below their guaranteed 
rate. It is the uncertainty of the fu- 
ture that troubles life company officials 
chiefly. They do not know what the 
years will bring forth. The interest 
rate is gradually sinking down and 
there is no hope for resuscitation. The 
government is not evincing any special 
plan of cooperating in having an in- 
terest rate of 3 per cent, for example, 
which after all is quite low. More 
companies undoubtedly will reduce 
their guaranteed interest rate and go on 
a 2 or 2% percent basis. Eventually 
they may have to go down farther. 


When Liquidation Starts 


At that point where a company 
ceases getting a good volume of new 
business it starts liquidating. Its re- 
serves will go up for a few years, but 
it is actuarially going out of business. 


Companies. Winning More Cases 


The number of cases life companies 
are winning in the courts has been in- 
creasing. The ratio of wins to losses 
started down in 1930, levelled off in the 
mid-1930’s and began to climb in 1939- 
1940. There seems to be a tendency at 
the present time on the part of the 
courts to get back to the enforcement 
of contracts, to reassume the attitude 
that a contract is a binding instrument. 


aoe 


Advises Caution on Pension Trusts 


Pension trusts are now very popular 
in the life insurance field. ones 
however, a life insurance company offi- 
cial uttered a word of caution, stating 
that they can be overemphasized. 

If they are genuine pension trusts, 
they are a good thing and are perhaps 
a legitimate undertaking for a life in- 
surance company. At present many 
business and industrial firms are mak- 
ing money and feel it is a good time to 
set aside some of those earnings to pro- 
vide for those responsible for the com- 
pany’s success. 

However, unless there is a real life 
insurance factor involved; that is, a real 
need for. providing retirement for the 
persons concerned, then the agent and 
company are “off base.” Pension trusts 
which are largely for the purpose of 
evading taxes will not stand up, and the 
taxing authorities can be expected to 
“look through” to the real purpose be- 
hind them. 

There have been several warnings of 
this kind in recent months. It is 
pointed out that the agent certainly 
cannot guarantee the tax saving be- 
cause a new interpretation by the 
courts, a new ruling by an administra- 
tive body, or new legislation may 
change the picture at any time and 


leave assured’s estate in worse condi- 
tion than it would otherwise have been. 
The reaction against the agent and life 
insurance can well be imagined under 
such circumstances. 


Insurance salesmen who are specializ- 
ng On pension trusts believe that the na- 
tional government in its general policy 
tries to commend thrift and saving and 
any program that will benefit employes 
of all kinds, especially at retirement age 
or death. However, the Internal Rev- 
enue Department seems to be very deter- 
mined to extract from the people in every 
possible way as much tax as possible. It 
is constantly seeking out new sources of 
revenue. The Internal Revenue Depart- 
ment is probing into these trusts to see 
whether they are bona fide or not or 
whether they are schemes to evade the 
income tax. Contributions made by em- 
ployers to pension trust plans are de- 
ducted from income. The specialists, 
therefore, are very meticulous about set- 
ting up a program, seeing to it that it is 
air-tight. If they lack the technical in- 
formation they go to some consultant 
and also have it passed on legally. 

One of the main questions is what 

should be the highest amount allowed 
any One person in retirement benefits. 
Some trusts have been laid open on the 
ground that too large benefits were per- 
mitted especially to stockholders who 
held executive positions. Therefore, the 
various pension trust experts are not go- 
ing too far in advising a maximum 
amount. Most are suggesting $6,000 and 
-that seems to be the figure the Internal 
Revenue Department has its eye on. 
However, some are going as high as 
$15,000. The Internal Revenue Depart- 
ment undoubtedly will seek to have fed- 
eral legislation enacted making a defi- 
nite maximum sum. 

One thing that is rather mystifying at 
present is the probable action of Con- 
ress on increasing the social security 
enefits. When the subject was first 
broached it was stated that a bill might 
be introduced obliging employers to 
make contributions of 15 percent. This, 
it is thought, was more or less of a feeler 
or trial balloon, its sponsors probably 
having in mind 5 percent. Naturally the 
amount of social security benefits be- 
comes a material factor in pension trust 
plans. More and more the corporations 
are becoming interested in retirement 
benefits of some kind. 


October a Good Month 


October apparently was a very good 
month for many agencies. Perhaps 
agents worked harder or their prospect- 
ing has been more effective. Some 
agents have been particularly successful 
in getting in contact with those that are 
in lines of business that are making 
money. In fact, it is found that the sales- 
men that really are masters in prospect- 
ing are not having much difficulty in 
meeting their quota. 


Income Tax Problem 


Life agents find many problems con- 
fronting them especially where they have 
prospects whose income is in the higher 
brackets. A man, for instance, having a 
$25,000 a year salary may be confronted 
with an additional income tax of $4,000. 
He may have been living rather close to 
the margin and has not conserved 
enough of his resources to meet the ad- 
ditional demand. Then there is a general 
feeling that taxes will be greatly in- 
creased. Many prospects are holding off 
at least until after the new year to see 
what their income tax will be. It is 
found ‘in some cases that men having con- 
siderable investment income feel that 
they will not build a greater estate un- 
less with tax exempt securities or they 
will purchase life insurance, feeling that 
is the best bargain today. Others say 
that they will have to borrow on their 
life insurance in order to meet the tax 
demands. Annuities are no longer the 


very desirable holdings that they were 
in the past owing to the tax of 3 percent 
on the premium paid. If a person, for 
example, has bought a single premium 
annuity he has a tax of 3 percent each 
year. 


Brokerage Business 


There is always a moot auestion 
among company executives as to how far 
a company should go in restricting brok- 
erage business. Some will not accept 
brokerage at all although there are ways 
to circumvent this prohibition. Others 
will take brokerage business if, for in- 
stance, a general insurance broker will 
give all his life insurance to a company. 
However, the general broker usually fol- 
lows the line of least resistance and if 
he finds someone has a leaning toward a 
special company he will endeavor to 
place it there. Some underwriters take 
the position that the mortality ratio is 
considerably higher on brokerage busi- 
ness. That is true in many instances and 
yet there are others where the reverse is 
true or the mortality runs parallel with 
the offerings of the sole agents. 

Brokerage _ restrictions undoubtedly 
have been influenced by jumbo cases sub- 
mitted. Many of these involve men in 
promotional enterprises and they are re- 
garded as hazardous. In fact, companies 
have not gotten a fair average on these 
large policies. In all lines of insurance 
the jumbo cases throw the machinery 
out of gear. For that reason companies 
have reduced their net lines and many 
shy at the offerings of large amounts on 
a single life. They believe that it is too 
speculative. In these days when busi- 
ness is difficult to get a number of of- 
fices resent brokerage restrictions, be- 
lieving that the head office should rely 
on the good judgment of the general 
agent or manager because it is contended 
that a first-class broker writes only first- 
class business. Some executives believe 
that a broker offering business may have 
a risk that is impaired, difficult to ascer- 
tain the extent of it and hence the selec- 
tion is against the company. Undoubt- 
edly they say there are brokers that lack 
conscientious regard of results and en- 
deavor to press a company to take a risk 
that is considered in the main undesira- 
ble. However many managers find most 
brokers most reliable. 


Service Is Key to Success 


CLE/VELAND—Stressing service as 
the key to success, John M. Brown, 
Phoenix Mutual.Life, Charlotte, N. C., 
outlined his program for keeping in 
touch with people before the Cleveland 
Life Underwriters Association. Mr. 
Brown has developed the habit of writ- 
ing down birthdays and he has a list 
of over 2,000 people to whom he mails 
birthday cards. He makes it a point to 
send cards to sick persons and watches 
newspapers and magazines carefully for 
articles of interest which he can send 
to his friends. He also has a systematic 
plan for searching for news items re- 
garding needs for life insurance. Mr. 
Brown has cultivated a wide acquain- 
tance and he studes his friends and 
learns as much as he can about them. 
By being active in community work and 
by maintaining interest in people he is 
able to maintain a bountiful supply of 
contacts. 





R. W. Schroy Named by 
Fidelity Mutual at Akron 


Richard W. Schroy, has been ap- 
pointed manager of 7 

Fidelity Mutual 
Life at Akron, O. 
He is a native of 
Akron, where his 
father is now serv- 
ing his third con- 
secutive term as 
mayor. He has 
been in life insur- 
ance several years 
and enters his new 
work under most 
favorable auspices. 








R W. Schroy 


Equitable of lowa Makes 
Home Office Changes 


Four promotions within the hom 
office staff of Equitable Life of Iow, 
are announced. 

Peter McIntosh, auditor, has been aq. 
vanced to the newly created office of 
comptroller; H. H. Hatcher, formerly 
assistant auditor, to the post of auditor: 
and John Whelan and Willard Har. 
nagel, to the respective positions oj 
manager of the premium records and 
manager of the premium notice sec. 
tions. 


head of the accounting division of the 
nc ; the 
auditing, premium records and premium 
notice sections, Mr. Hatcher, as auditor, 
will serve as division assistant as well 
as head of the auditing section. 

All four men are veteran employes of 
Equitable. Mr. McIntosh, a native oj 
Scotland, went to the company in 191; 
and has always been engaged in audit. 
ing and accounting duties. Mr. Hatcher 
became an employe in 1918, Mr. Whelan 
in 1916, and Mr. Harnagel in 1928, 

Frank Kirk, a home office employe of 
Equitable Life for 34 years, has now 
retired in accordance with the com. 
pany’s retirement plan. 

Mr. Kirk was assistant secretary and 
manager of the collection section. The 
son of Cyrus Kirk, president of Equi- 
table from 1907 to 1912, he entered the 
employ of the company in 1907, after 
a 14-year career as a_ professional 
musician. 

Possessing a flair for mechanics, Mr, 
Kirk was placed in charge of numerous 
machines in the home office which are 
used in the recording and collection of 
premiums, and he is the inventor of a 
special type of addressograph plate now 
in _— use throughout the business 





California Contest Successful 


‘The California agencies of Northern 
Life of Seattle have concluded a two- 
month contest in honor of State Super- 
visor H. O. Seale Jr. The motif of this 
contest was aviation. Agents who had 
qualified for the convention in the past 
ran one squadron called the Ace Squad- 
ron. Agents who had not qualified be- 
fore were the Eagle Squadron, and re- 
cent members of the agencies were the 
Cadet Squadron. 

October was the best month in Cali- 
fornia since 1931 and exceeded by 200 
per cent October, 1940. On October 20 
business in California had passed the 
entire year of 1940. Both life, accident 
and health have shown approximately 
the same rate of increase. 





Burns Group Man in Texas 


R. M. Burns has gone to Houston 
from the home office of California- 
Western States Life to act as super- 
visor for group business in Texas. He 
has been with the company several 
years and has had considerable expe- 
rience in group business. 





Walker, Anderson in Toledo 


Bradford H. Walker, president, and 
H. P. Anderson, Jr., general supervisor 
of districts of the Life of Virginia, were 
guests of the Toledo, O., district, of 
which L. H. Farmer is manager. The 
district has had its best year increase 
since 1929, 





Your center of influence must have 
confidence in your ability and in your 
expert knowledge of the insurance bust- 
ness. He must value your advice an 
counsel, and feel that they would be 
valuable to his friend or friends— 
Franklin Life. 





“Things are now so uncertain I do not 
know just where to put my money, 
the prospect said. 





Diamond Life Bulletins increase sales. 
Write 420 E. Fourth St.,, Cincinnati. 
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Zimmerman Sees 
Opportunity Among 
Skilled Workers 


NEW YORK—Speaking on “The 
Supervisor and What Is Expected of 
Him.” Charles J. Zimmerman, general 
agent Connecticut. Mutual Life, Chi- 
cago, and past president of the National 
Association of Life Underwriters, told 
those in attendance at the seminar 
meeting sponsored by the New York 
Association of Life Underwriters that 
there are two things expected of a su- 
pervisor. The first and most impor- 
tant, he said, is the development of 
present organization and the second is 
that of recruiting, training and super- 
vision of new organization. 

He said there has been too much em- 
phasis placed on recruiting and that the 
primary job of improving results of the 
present agency force has been under- 
emphasized. In that connection it is 
important not only to tell a man how 
to do the iob but to show how to do 
it Too much supervision today, he 
commented, is of the swivel chair va- 
riety and not enough actual demonstra- 
tion. There is lack of sufficient field 
work by the supervisor with his agents. 


Supervisors’ Responsibility - 


He also stressed the responsibility of 
the supervisor to interpret changing 
conditions and the changing market to 
| his organization, and through the use 

of imagination to work out definite 
sales tracks which will enable the agent 
to take advantage of the present 
market. 

He said the most favorable market 
under present circumstances is that of 
the skilled worker for the average 
agent. Men’s skills are greatly in de- 
mand, their earnings are up; through 
the union their income is likely to stay 
ahead of the rising costs of living and 
the government has treated these work- 
efs more generously in taxation than 
the middle class. He said that these 
skilled workers have not been solicited 
nor serviced for life insurance in the 
same way as the white collar man with 
similar income has been. 

This market must be reached mainly 
through salary savings. The agent must 
simplifv his sales talk. He will have 
to prepare himself to meet different 
types of objections and he will have to 
make up his mind that much of his 
actual field work will be in the home of 
the individual rather than in his place 
of business. He will also have to work 
out a direct mail campaign that will 
bring him into the home under favor- 
able conditions. 

He said in his own agency, a plan 
has been worked out along this line 
which has brought in favorable results. 





Investment Bankers Seek 
Curb on Private Sales 


Investment bankers and_ security 
dealers have been appearing before the 

Ouse interstate and foreign commerce 
committee in an effort to show that pri- 
vate sales of securities, in which the 
purchasers are generally life companies, 
should be curbed. The principal sug- 
8estion is to make these sales subject 
to registration, which opponents con- 
tend would increase costs and not do 
any particular good. National Asso- 
Clation of Manufacturers termed the reg- 
Istration proposal “a purely negative, in 
fact, a punititive, suggestion.” 





New York City Course Dec. 4 


The New York City Life Underwrit- 
ets Association will open its course on 
advanced salesmanship Dec. 4 at 9:15 
+o in Equitable Society’s lecture hall. 

€ course will deal with the essentials 
of estate analysis, estate planning and 
Program selling and is not a tax and 

Usiness insurance course, E. L. Reiley, 


8eneral agent of Penn Mutual, is in 
charge, 


Much Interest in Book 
on “Master Contract Plan” 





Much interest has been manifested in 
the new book, “The Master Contract 
Plan,” by Robert 
O. Bickel, Na- 
tional Life of Ver- 
mont, Cedar Rap- 
ids, Ia., which is 
being published by 
Tue NationaL Un- 
DERWRITER. Mr. Bic- 
kel reviewed the 
book and the pos- 
sibilities in its use 
at the meeting of 
the Iowa Quarter 
Million Club in 
a Moines last 
week. 

SO Seas It is generally 
recognized that Mr. Bickel really has 
“something new” in the presentation 
and sale of business life insurance, 
which also can be applied in other 
classes of cases, even down to father- 
and-son arrangements and with small 
policies. His plan is one that any agent 
can use. He doesn’t have to be a 
C.L.U. or a million dollar producer. 











Cincinnati Life Men and 
Accountants Meet Together 


CINCINNATI — In an address be- 
fore a joint meeting of the Cincinnati 
Life Underwriters Association and the 
Cincinnati chapter of the Ohio Society 
of Certified Public Accountants, George 
S. Olive, C. P. A., of Indianapolis, made 
some observations concerning the rela- 
tionship between national defense, taxa- 
tion, and the current labor situation. 

“No matter how large the tax bill of 
the individual or business for this year 
may be,” he said, “you can be sure that 
it will be larger in the future. The 
ink was hardly dry on the signatures 
of the 1941 tax bill a month ago before 
plans were already being made for a 
new and bigger one for next year.” 

The establishment of a joint com- 
mittee of Congress for investigation of 
non-defense federal expenditures was 
heralded by Mr. Olive as a fore-runner 
of a thorough study of the entire fed- 
eral taxing program, The _ speaker 
strongly recommended that all citizens 
and groups of citizens, except non-profit 
organizations, be included in a widened 
base of taxation. “We have been too 
much inclined to exact the tax from 
those. who had the fewest votes with 
the result that our tax plans have dis- 
couraged the expansion of existing en- 
terprise or the starting of new busi- 
nesses,” Mr. Olive said. 

Warner Wilson, Guardian Life, presi- 
dent of the Cincinnati Life Under- 
writers’ Association, acclaimed the joint 
meeting and suggested that meetings of 
a similar nature be conducted in the fu- 
ture. 





Tax Question Considered 


Current tax decisions were discussed by 
L. K. Mosteller, tax attorney, at a 
meeting of the Oklahoma City C.L.U. 
chapter. 

The next meeting will be Dec. 8 when 
T. D. Williams, C. P. A., will speak on 
“Federal Taxation as Indicated by the 
Current Tax Laws.” 

Harvey Kemp, who received his designa- 
tion at Cincinnati in September, is in- 
structor for some 13 underwriters who 
are preparing to take Parts I and II next 
June. All members are working as a 
C. L. U. team in the defense bond and 
stamp sales project, and on “kick-off” 
day Nov. 3, were responsible for install- 
in 29 budgets among units employing 
25 or more. The same group is working 
as a team in the Red Cross roll call. J. 
Hawley Wilson, general agent Massa- 
chusetts Mutual, is president. 





L. L. Baker, formerly group assistant 
in the life department of Travelers at 
Dallas, has resumed that position upon 
his return from military service. 








Why Leave the Rest of 
the Cake Uneut? 


Your prospects and policyholders 
possess Multiple insurance needs— 
Life, Accident and Health, Hospitaliza- 
tion, and Insurance Savings. Moreover, 
they buy these multiple services... 


from someone! 


Why Not from You? 


With a General American Life contract 
covering additional lines, your pros- 
pects multiply, and so do your earnings 
... substantially! You can serve your 
prospects’ every need for personal pro- 
tection, plus Group Life and Group 
Casualty insurance for employees of 
your business prospects. 

Write Jack T. Lynn, vice president, 
for details concerning the many other 
advantages of ‘“‘Multiple Line” insur- 
ance underwriting... and about agency 


opportunities now available. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 





MULTIPLE LINES: Participating « Non-Participating ¢ SalaryjSavings « Juvenile « Sub- 
Standard « Annuities « C jal Accident and Health and Hospitalization « Group Life 
Wholesale Insurance « Group Accident and Sick e Group Accidental Death and Dismem- 
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State Farm's “Ads” 
for Low Cost Form 
Attract Interest 


Interest of insurance men has been 
piqued by the advertisements that have 
been appearing in national magazines 
recently of State Farm Life of Bloom- 
ington, Ill., featuring the special term 
policy that it is selling to those of ages 
16-35. This policy sells for an annual 
premium of $10 at all ages. It provides 
$2,000 death ‘benefit until age 35 and 
then for 10 years thereafter the face of 
the policy fades at the rate of $100 a 
year. The benefits continue to drop 
after age 45 but at a slower rate. At 
age 65 what is left of the contract is 
a $100 paid up policy. It is pure term 
insurance with no cash values what- 
soever, 

The policy was devised at the instance 
of G. J. Mecherle, chairman of State 
Farm Life. He states that he was 
thinking of a policy that would suit the 
needs of young men in clerical employ- 
ment earning from $100 to $125 a month 
with a wife and child or two. Such men, 
he observed, have to count every penny. 
They have an exceptional need for 
insurance, but they can’t pay $50 a year 
for it. Mr. Mecherle decided that such 
men could pay $10 a year and he 
directed his actuary to devise a policy 
that would give the most that could be 
given for $10. He states that in his 
own mind he thought the actuary would 
be able to produce a policy with $1,750 
initial benefit and he was surprised when 
it came out at $2,000. 


Low Acquisition Cost 


The policy carries an extra premium 
of $5 the first year which covers the 
acquisition expense. The agent receives 
only two renewals of $1 each. State 
Farm will issue but one contract to an 
individual. 

In addition to filling a need, State 
Farm is using this policy as a means 
of stirring its agents to increase their 
efforts.: That is, the producers have 
something new to talk about, they are 
inspired to make calls and in the natural 
course they will sell an increased 
amount of standard forms of insurance. 

Mr. Mecherle is not an apostle of term 
insurance. He is just as willing to write 
term insurance these days because of 
the difficulty of investing funds but he 
is not entering upon a term insurance 
crusade as some have felt these adver- 
tisements indicated. He does feel that 
there is a class of young persons whose 
need is for the maximum amount of 
immediate protection that they can get 
for the small sums that they can scrape 
together. 


Fee Collection Plan 


State Farm is here introducing certain 
principles that it has applied with such 
conspicuous success in the automobile 
insurance field through State Farm Mu- 
tual Automobile. One of those princi- 
ples is the collection of a fee the first 
year which is in the nature of a mem- 
bership charge but which is entirely 
disassociated from the premium as such 
and does not have to be taken into 
account in reserve calculations, There 
is no return to the policyholder of any 
portion of that fee in event of cancella- 
tion. Through this procedure, State 
Farm is able to increase its business 
without drawing upon surplus. Mr. 
Mecherle feels that the usual procedure 
puts an wmnnecessary limitation upon 
companies in their sales effort and that 
the collection of the extra fee the first 
year to cover acquisition cost is a more 
straightforward method. This scheme 
of State Farm Mutual Automobile has 
been very successful. 





Johns Talks to Supervisors 


John F. Johns, eastern superintendent 
of agencies of Reliance Life, spoke at 
the meeting of the Pittsburgh Super- 
visors Club. 








Effects of Sulfa Drugs 
on Pneumonia Seen. 


Metropolitan Life statistics in- 
dicate that the winter of 1940-41 
marks the first time on record 
that the mortality from pneumonia 
has materially declined when epi- 
demic influenza was prevalent. It 
draws the conclusion that the in- 
creasing use of the new sulfa 
drugs is having an effect. Some 
of the optimists go so far as to 
predict that the drugs will prac- 
tically wipe out pneumonia deaths 
primarily as such when their use 
becomes both prominent and 
widespread. The Metropolitan 
believes that now most pneu- 
monia deaths are caused by fail- 
ure to administer the drug with 
sufficient confidence. It states 
that the new sulfa drug is one 
ot the outstanding mileposts in 
medical history. 








Beneficiary Change 
Before U. S. Court 


The change of beneficiary issue comes 
up in the case of Lowry vs. Common- 
wealth Life, which came before the 
United States district court, southern 
district of Florida. The former wife 
and the sister of the insured each 
claimed to be entitled to the proceeds. 
The company had deposited these pro- 
ceeds in court and filed qa bill of inter- 
pleader. The ex-wife claims that prior 
to the settlement entered into between 
herself and her husband when they were 
divorced, he gave her the policy for 
the benefit of their daughter and herself 
and that he had no right to change the 
beneficiary. The sister claims that the 
insured did all that he could to effect 
a change and that under such change 
she is the proper recipient of the pro- 
ceeds. 

The court finds that there was no 
gift of the policy and that under the 
law of Tennessee which is applicable 
the insured having done all that he could 
to effect a change, such is deemed effec- 
tive. The fact that the policy was in 
the hands of an adverse party, the ex- 
wife, prevented an endorsement of any 
change thereon by the company, the 
court held. 


U. S. High Court Decision 


The United States Supreme Court 
this week ruled that federal courts do 
not have the right to enjoin proceedings 
in state courts merely because the 
cases previously had been before fed- 
eral tribunals. One of the cases out of 
which this decision arose involved a 
life insurance controversy. In that case 
the western Missouri federal court en- 
joined litigation in the Missouri state 
court involving an attempt by Samuel 
R. Toucey of Kansas City to recover 
$50,000 from New York Life under the 
disability clause. The district court had 
previously dismissed Toucey’s action. 





Equitable Soc. Campaign Results 


Equitable Society’s southern depart- 
ment’s annual “football campaign” re- 
sulted in an aggregate production, on a 
club credit basis, of $12,381,152 on 3,003 
applications. Not only did these fig- 
ures exceed last year’s but the volume 
was the largest single month’s produc- 
tion in the last four years. 

Campaign results were coveyed per- 
sonally to Vice-president W. Gra- 
ham, in whose honor the campaign was 
run, by J. H. Gerson of Atlanta and 
R. W. Carter of Cincinnati, who were 
selected as honor men on a point basis. 





“Spectator” Offices Moved 

The New York editorial and sales 
headauarters of the “Spectator” have 
been moved back to the insurance dis- 
trict at 102 Maiden Lane. They have 
been located for several years in the 
mid-town section. 





Comment Made on Meaning 
of Designation “Unfit Agent” 


Not long ago THE NATIONAL UNDER- 
WRITER made inquiry of a prominent 
man connected with life insurance who 
has had much opportunity for obser- 
vation as to what he thought might be 
done with the so-called “unfit agent.” 
He immediately endeavored to define 
the word “unfit” as applied to a life in- 
surance salesman. He asked, for in- 
stance, whether it meant lack of ade- 
quate production and he quoted J. M. 
Holcombe, manager of the Life Insur- 
ance Sales Research Bureau, as having 
said, ‘““There are countless men in Can- 
ada and the United States who are 
potentials. They could be imbued with 
the desire to give their all if their lead- 
ers gave them a vivid and vital picture 
of this great service.” Therefore, this 
life insurance man concluded that lack 
of production did not necessarily mean 
that an agent was unfit. It might merely 
prove, he said, that his supervisor or 
general agent was unfit, 


Unwilling to Use Ability 


Next he asked whether an agent is 
unfit because of an unwillingness to use 
his ability. That is, was the agent lazy 
or dishonest or exerting a bad influence 
on the agency because of a pessimistic 
attitude? Yet this life man said that he 
was acquainted with many agents who 
are not good influences, not so very 
honest but who are fair personal pro- 
ducers and therefore no one would call 
them unfit. Taking all the roads leading 
into the unfit and away from it, he 
said that after all one is compelled to 
return to the production basis as a 
standard for unfitness. 


Survival of the Fittest 


This particular life man stated that in 
his opinion the life insurance business 
has been built pretty much as nature 
builds the world, only for the survival 
of the fittest. The number of agents 
leaving the business each year has been 
variously estimated at from 40,000 to 
60,000. He raised the question as to 
whether all these were really “unfit.” 

Speaking further he said, “It is well 
to remember that until recently hun- 
dreds of general agents made money 
mostly because they got renewals of 
agents who left the business. It is idle 
to talk about eliminating an unfit agent 
when one can make money by putting 
on a salesman, helping him sell his 
friends for three, six to nine months. 
Then he leaves the business and the 
general agent gets not only his renewals 
but additional personal business from 
the contacts that he made. 


Payment of Salaries 


“Much has been said as to the paying 
of salaries to agents. Some men with 
whom I talked give it as their opinion 
that the only way to eliminate the un- 
fit is to pay salaries. When an employer 
is putting money on the line he en- 
deavors to have very carefully trained 
salesmen, and lets them go reasonably 
quickly if it is found they are not mak- 
ing good. However, if a general agent 
doesn’t put up any money, he doesn’t 
train much and if all that he loses is 
a desk which the agent occupied and 
for which no one else has been employed 
to occupy it again, he does not elim- 
inate. If he is putting up his own money 
or putting up the money of the com- 
pany, he is responsible for that money 
either because he borrowed it or be- 
cause he will be let out if he doesn’t 
make good use of it. Then he will se- 
lect and eliminate to the queen’s taste. 
He will view the situation with an en- 
tirely different eye. 


MORE SELECTION 


“May I say that only within recent 
years has selection become a powerful 
word in life insurance. That is because 
a large percentage of the present agents 








are financed more or less. With yo 
financing nearly everyone did plenty oj 
recruiting. When a_ general agent 
started to finance at once he could ease 
up on his recruiting because men then 
would tend to go to the insurance office 
instead of the general agent going to 
them. You can exercise selection. 

“Not long ago I considered that | 
would write a book. I questioned in my 
mind whether such a book as I com. 
posed would be salable or not. When | 
took the book around and asked q 
dozen general agents what they thought 
about it, they would all say that it was 
good. Now I always say I want to sell 
the book and it will cost $2.50. Do you 
like it? That gets an honest answer, 

“In the old days of riveting, the 
boiler factories of railroads were very 
noisy and the personnel man had to 
employ one who either was very stupid 
or somewhat deaf. Everyone else, in his 
cpinion, was ‘unfit’ Then someone 
came along with spot-welding and 
changed the whole situation. 


Conditions Have Changed 


“Again in days gone by a locomotive 
engineer had to be a man of unusually 
keen vision. Now because of the block 
system, signal and other safeguards, 
any decent ordinary man can develop 
into a competent engineer. One of the 
greatest forward steps in highway engi- 
neering has been the discovery that it 
is not easy to change human nature but 
one can make it difficult for a person to 
do the wrong thing. For example, one 
can paint white lines in the middle ofa 
road and death crosses can be painted 
at bad corners. You can advertise and 
have compulsory automobile insurance, 
do everything else you want to—and 
still you have accidents. But when you 
build a highway with a mechanical sep- 
aration in the middle—with a curb and 
a parkway dividing the two lines of 
traffic, then you cut down accidents. 
My thought is that instead of trying to 
change human nature to fit a job it is 
wise to try to change the job so that 
an ordinary man can do it. 


Give Logical Assistance 


“The success that the chain grocery 
stores have attained rests chiefly in the 
fact that they do not ask any one man 
to be a buyer, a seller, an advertising 
man, collection man, window dresser, 
butcher, a baker and finally decide 
whether or not he will work, These 
stores set up a system which tells a 
man to work certain hours, and then 
they do most. of his -buying for him 
and most of his advertising and most of 
his window dressing. His principal job 
is to get to work at 8 o'clock, sell all 
the groceries he can, be courteous and 
quit at 6 o’clock. 


CHANGE THE JOB 


“So, in my opinion, this course will 
be in some measure the eventual answer 
to the ‘unfit agents.’ We will change 
the job so that any good average maf 
can do it. We will pay him for doing 








it and then we will see that he does it [| 


or gets out. If he cannot prospect we 
will have a prospecting bureau which 
will furnish him with leads. It is being 
done now. If he just hasn’t the intel- 
ligence to cope with the bigger cas¢s 
we will have on call a man who caf 
work with him. That is being done 
now. 

“Men seldom do things unless they 
have to or unless it is to their financial 
advantage. As more and more com 
panies get the type of manager wi0 
can be trusted to run a financing and 
training system, therefore get the pick 
of agents, and get good production and 
good conservation, more and more wé 
are going to have to eliminate the unfit 
and do something. I think that all of 

(CONTINUED ON PAGE 19) 
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Duboc Offers to 
Buy Control of 


Am. Savings Life 


KANSAS CITY—Ray B._Duboc, 
resident of Western Fire and Western 
Casualty of Fort Scott, Kan., with execu- 
tive ofaces in this city, has made an offer 
to purchase the controlling block of stock 
in American Savings Life of Kansas 
City. This is a personal transaction and 





RAY B. DUBOC 


does not involve Western Fire or West- 
ern Casualty. However, Mr. Duboc will 
have associated with him in the deal other 
officers and individual stockholders of 
the Western companies and it would be 
the intention of the group to operate the 
life company in close affiliation with the 
fire and casualty units, but with no finan- 
cial connection between them. 

Mr. Duboc offered to purchase 35,000 
shares of stock of American Savings 
Life. The offer was made to W. B. Bas- 
tian, trustee for Underwriters Syndicate, 
Inc., which owns 60,000 shares of stock 
of American Savings Life. Underwrit- 
ers Syndicate recently filed for reorgan- 
ization under the Chandler bankruptcy 
act. Mr. Duboc’s offer is contingent on 
his securing a four year option to pur- 
chase the remaining 25,000 shares owned 
by the syndicate. This would be coupled 
with an irrevocable power of attorney to 
vote these 25,000 shares. 


Hearing on Friday 


A hearing is being held in the federal 
court Friday on the plan which has been 
presented by the trustee for the reorgan- 
ization of the syndicate. It will not be 
known until after that time whether Mr. 
Duboc’s offer will be accepted or what 
other disposition may be made of this 
block of stock of American Savings Life. 

American Savings Life was formed in 
1928 and reinsured Empire Mutual Life 
of Kansas City and Equitable Savings 
Life in the same year. In later years it 
reinsured Western States Life of Clay- 
ton, Mo., Sedalia Life of Sedalia, Mo., 
Home States Savings Life of Spring- 
field, Ill. Sentinel Life of Kansas City 
Was merged with American Savings in 
1934. As at Dec. 31, 1940, assets 
amounted to $2,480,699, policy reserves 
$1,730,500, capital $200,000, net surplus 
$54,289, insurance in force $13,748,443. 
F, P, Sizer, Jr., is president, J. T. May- 
all, vice-president,| and K. W. Wood, 
secretary, 





Three Years for Burial Society Man 


ST. LOUIS—J. A. Merva, secretary- 
treasurer Fraternal Benefit Association 
and the Hawthorne State Benefit Asso- 
Cation. two burial societies with head- 
quarters in Farmington, Mo., who 
pleaded guilty to using the mails to de- 
raud is connection with the operations 
of the societies, has been sentenced to 


three vears in the federal penitentiary. 
Merva told Judge Moore that no re- 
serves were set up by the societies be- 
cause none were required by the Mis- 
souri laws under which they were op- 
erating. He is a former attorney but 
- been disbarred from practice of 
aw. 


Suit as Result of Air Crash 


Suit has been filed in the federal 
court at Kansas City, Kan., to collect 
$25.000 from Travelers under a policy 
on M. B. Dilley, Jr., who was killed 
Aug. 14 in the airplane crash near Lon- 
don which killed 22 others. Dilley was 
ferrying bombers to Britain. A. G. 
Herrod, attorney for Hylton Harman, 
trustee for the bankrupt Dilley Air- 
craft Corp., filed the suit, stating the 
premiums on the policy had been paid 
by the Dilley corporation, beneficiary 
named in the policy. Travelers makes 
the point that Dilley was not killed 
_— a passenger of an established air 
ine. 





Wendell F. Hanselman, superinten- 
dent of agencies of Union Central, has 
been appointed a member of the advis- 
ory committee of the Sales Research 
Bureau. 


Ex-Receiver of Peoria Life, 
Paid $95,000; Wants More 


PEORIA, ILL. — Requests for ad- 
ditional fees in connection with receiver- 
ship of Peoria Life filed by C. V. 
O’Hern, former receiver, and John E. 
Cassidy and George W. Hunt, attorneys 
who acted for him, have been taken un- 
der advisement by Circuit Judge Daily. 

Mr. O’Hern testified regarding his 
claim for an additional $12,500. He has 
been paid $82,500 as receiver and $12,000 
as trustee of the Peoria Life fund. He 
told the court he though $122,500 would 
not be unreasonable for his services as 
receiver alone. 

Mr. Cassidy’s claim is about $16,000, 
of which it is understood he has been 
paid $5,000. He received approximatey 
$32,900 previously. Mr, Hunt, who was 
paid $30,000, asks $5,000 more. 

Objections to the payment of addi- 
tional fees to any of the three petition- 
ers were filed by T. W. Swain, present 
receiver, and Insurance Director P. 
F, Jones. 

Attorneys who have acted in receiver- 
ship case in the past were called to 
the stand during the hearing by attor- 
neys for the Alliance Life Insurance 
company, successor to Peoria Life, to 


testify to customary fees for receiver- 
ship counsel. 

Mr. Cassidy, in questioning Mr. Hunt, 
asked if Donald Richberg, former NRA 
counsel and early figure in ‘councils 
of President Roosevelt, has not been 
employed by Alliance Life in connec- 
tion with the Peoria Life fund for ser- 
vices in cases before the U. S. Supreme 
Court. When Attorney Jarrett for Al- 
liance Life objected to the question, Mr. 
Cassidy said: “I’m serving notice I’m 
objecting as a policyholder to payment 
of any fees to Donald Richberg for 
services.” 





Gillis Agency Hears Foosaner 


At a meeting of the A. F. Gillis 
agency of Provident Mutual in Newark, 
N. J., S. J. Foosaner, Newark insurance 
attorney, spoke on “Legal Problems 
Which Give Rise to the Sale of Life 
Insurance.” 

He cited various situations which re- 
quire the cooperation of the life under- 
writer and the lawyer and pointed out 
that life insurance is a positive answer 
to the client’s problem in such cases. 

Mr. Foosaner has been conducting an 
advanced life insurance course in New- 
ark, which has been well attended. 
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suit against Aetna Casualty for $110,730 
on Wall’s surety bond. 

Wolf charged that Dr. E. B. Moun- 
tain, elected president of American Mu- 
tual July 10, was a member of a com- 
mittee which investigated the “secret 
bank account” in 1939. Since Dr. 
Mountain has, become president, Wolf 
alleged, he has taken no action toward 
recovery on Hoffman’s bond and on the 
contrary voted to re-employ Hoffman 
at a substantial salary. 

Wolf charged that Hoffman and 
Wall’s personal purchases of sporting 
goods. golf balls, outboard motor and 
miscellaneous items were paid for by 
the company and charged on the books 
as furniture and fixtures. 

He also charges that an automobile 
had been provided Hoffman and paid 
for from the Yeomen Orphans’ home at 
Elgin, Ill, of which Mrs. Hoffman is 
superintendent. Dogs owned by the 
Hoffmans are kept at the orphanage, at 
orphanage expense, according to Wolf. 

He asserted that orphanage funds 
“had been diverted for years to the per- 
sonal use of the Hoffmans” and that 
Mrs. Hoffman spent much of her time 
“managing the orphanage by remote 
control while vacationing in Florida in 
the winters or summering at Spirit 
Lake.” 

Other charges made by Wolf in his 
six-page letter included: 


Kirkpatrick Is Mentioned 


“Fischer had been a party to an im- 
proper and illegal salary payment to C. 
C. Kirkpatrick, director and actuary of 
the company and former actuary -for 
the insurance department, either from 
the state of Iowa or from one of the 
companies under his supervision. 

“The commissioner had threatened to 
reinsure the company or refuse to li- 
cense it. without proper cause and 
for the purpose of intimidating the un- 
dersigned and other policyholders.” 

Wolf is also secretary of a policy- 

holders protective committee formed 
recently. He said a ticket of five can- 
didates for directors to be voted upon 
in the next annual American Mutual 
meeting in July, 1942, had been filed 
with the company. 
_ The candidates on his ticket for elec- 
tion as directors are himself; Winfield 
C. Jackley, president of Jackley & 
Company of Des Moines; Charles Ayl- 
ward, vice-president of Columbia Na- 
tional bank. Kansas City, Mo.; Herb 
Samel, Glencoe, Mo., and Joseph J. 
Bitle of Des Moines. 

Notice of the forming of the policy- 
holders protective committee was given 
in an advertisement appearing in a 
Des Moines newspaper. The advertise- 
ment said the committee was being or- 
ganized “to restore funds improperly 
used, and to restore the management to 
the policyholders.” 


Commissioner Fischer’s Statement 


Commissioner Fischer in a formal 

statement issued after the charges were 
made declared he had turned over to 
the attorney general’s office evidence 
obtained from the examination of the 
company, shortly after the examination. 
He said the attorney-general’s office in 
consultation with the Polk county at- 
torney decided there was not sufficient 
ground for a criminal case. 
_ Mr. Fischer also said it was at the 
insistence of his department that the 
company started court action on recov- 
ery of the bond of former Secretary 
George Wall. 

“Introducing new blood in insurance 
companies sometimes is a painful pro- 
cess,” he said. “In 1940, at the time 
of the George Wall resignation, after 
the department had completed a 


checkup of Mr. Wall’s record, I ad- 
vised the American Mutual 


that it 


would be desirable to bring in some 
new blood. ~ 

“After two new members had gone 
on the board, the regular biennial con- 
vention examination was called. Four 
departments were represented. A hear- 
ing was held on the report of the ex- 
aminers. The commissioners from 
Washington, Kansas, Missouri and 
Iowa were present at that hearing. 

“After a full study, recommendation 
was made by this committee of com- 
missioners that four of the old board 
members resign and new officials and 
directors take their places. This pro- 
gram has been carried out almost liter- 
ally. The new directors who have been 
placed' on the board are men of out- 
standing ability and stand high in civic 
and business life in Des Moines. 

“The benefits of this move have al- 
ready become apparent. During the 
last two years the company has gone 
forward with substantial increases in 
assets and surplus and is today in an 
excellent condition. The company has 
60 percent of its assets in government 
bonds and cash, which is perhaps in 
as liquid a condition as any company 
of its size in the country. 

“At the time those changes were 
made the commissioners realized that 
the desired steps could not be effected 
without stepping on some toes, and 
causing some bad feeling on the part 
of certain individuals interested in the 
company. However, the duty of the 
insurance commissioners is clear. It is 
their duty to protect the policyholders 
and work to their advantage. The best 
way to do that is to see that a com- 
pany is maintained in as strong a posi- 
tion as possible, irrespective of person- 
alties or person feelings.” 

Dr. E. B. Mountain, president of 
American Mutual, issued a statement 
praising Commissioner Fischer and 
calling the complaint of Wolf a “silly 
charge by a disgruntled former em- 
ploye.” 





Managers Get 
Preview of Changes 
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agent when he secured cash payment, 
to be executed and sent to the applicant. 
In addition there were separate applica- 
tion forms for women, aviation and 
military applicants. One blank with 
binding receipt attached as used by 
most companies today will supplant the 
old system, it was announced by Vice- 
President Cruess. 

At the closing session reports on the 
significance of the three discussion 
groups, from the managers’ viewpoint, 
were made to the entire gathering by 
H. B. Cadwell of Oakland, Cal., W. 
Merle Smith, Buffalo, and Harold L. 
Taylor of New York City. 





Mass. Department Man 
Addresses Boston Cashiers 


William Gormley of the Massachu- 
setts department spoke on public service 
at a meeting of the Life Insurance 
Cashiers Association of Boston. He 
said many people thought an insurance 
department was a police department 
over insurance companies, but this was 
not the case. Mr. Gormley said in 
practically every case referred to him 
where a cashier had previously explained 
or tried to solve a policyholder’s prob- 
lem he was able to uphold the cashier. 
People think of the companies in terms 
of their last contact with a representa- 
tive of it. 

The association was formed last 
month by cashiers of Boston life offices. 
D. K. Hood, Equitable Society, was 
elected president; H. W. Chader, Con- 
necticut Mutual, vice-president; Dorothy 
C. Allen, Connecticut General, secretary, 
and E. S. Mitchell, Provident Mutual, 
mene There are 27 charter mem- 

ers, 





Farmers Underinsured, But 
Are Now Good Prospects 


INDIANAPOLIS—Farmers are very 
much underinsured, and perhaps 50 per- 
cent do not carry life insurance, Larry 
A. Williams, director of sales for Farm 
Bureau Life of Indiana, said in a talk 





A. WILLIAMS 


L. 


at the annual agents convention of that 
company here. About 300 attended. 
Mr. Williams acted as chairman for the 
“Better Selling’ meeting in the after- 
noon and as toastmaster at the banquet 
in the evening. A. R. Jaqua, associate 
editor of the Diamond Life Bulletins, 
spoke at the banquet. 

This is a good time for agents to 
contact farmers because they are well 
off financially and can better afford to 
carry insurance than for a long time, 
Mr. Williams said. It is estimated that 
farm income this year will be $13,000,- 
000,000. 

M. H. Ringer, general manager, said 
the company has $10,000,000 of business 
on the books today, but has a goal of 
$15,000,00 by March, 1942. It has 330 
agents. He predicted that the company 
would have more than $75,000,000 of 
business in force within the next five 
years. Mortality has been very favor- 
able this year, he said. 





Aetna Health Service in 
Hartford Improves Risks 


It is important to discover health 
defects and proper corrective measures 
early, the Aetna Life companies report 
on the basis of studies made by the 
Aetna’s physical fitness department. 
This department has been operated since 
1935 for the benefit of policyholders 
residing in and near Hartford. It origi- 
nally was created in 1932 as a service 
for executives and employes of the 
company, and was expanded to include 
policyholders because of favorable re- 
sults obtained in helping to inspire 
better health habits among company 
personnel. 

There were 1,970 policyholders in the 
Hartford area invited to avail themselves 
of the service, approximately 350 ac- 
cepted and have made 1,431 visits to the 
department during the period January, 
1935—June, 1940. 

A uniform periodic examination and 
check-up of daily health habits is given, 
and a program of activities suggested to 
correct or eliminate health defects. 
Overweight was found the most com- 
mon defect, with a total of 189 cases 
reported out of the 350. Hypertension, 
hernia, nasal disorders and defective 
teeth also were found common. 

Faulty health habits found included 
lack of regular rest periods, fast eating, 
insufficient exercise and _— sunlight, 
habitual overeating or under-eating, and 
overdoing at work or play. Improve- 
ment in physical conditions has _fol- 
lowed correction of the defects. Of the 
189 overweights, 83 reduced their com- 
bined weight an average of 7.2 pounds 
per person. Hypertension also was 
reduced. 

The death rate for the 5%4-year period 
ended in 1940 among the 350 persons 
was 44 percent lower than that among 





National Negro ae 
Insurance Week 
Preparation Made 


The program for the agency officers 
meeting of the National Negro Insyr. 
ance Association which is holding jt; 
mid-year meeting at the West Ninth 
Street Y. A., Cincinnati, Noy 
27-29, has been released. This is really 
a meeting of the agency officers who 
form the committee for National Negrg 
Insurance Week. H. J. Breazeal j; 
chairman of the Cincinnati commitee. 
He will extend a welcome. The re. 
sponse will be made by R. P. Stewart 
Afro-American Life. Cyrus Campfield 
Atlanta Life, chairman National Negro 
Insurance Week committee, will sound 
the keynote. A. T. Spaulding, North 
Carolina Mutual, president National 
Negro Insurance Association, will take 
care of elucidating the national pro. 
gram. 


Subjects of Addresses 


At the afternoon session, Novy. 27, 
Aaron Day, Jr., supervisor of sales 
training North Carolina Mutual, has 
taken as his subject, “Vital Importance 
to the Agent of the Right Type of 
Training Assistance.” J. T. Walker, 
agency officer Pilgrim Life, will speak 
on “Conservation of Business.” C. W. 
Greene, agency officer Atlanta Life, 
has as his topic, “The Present Day 
Challenge to Management.” 

On Friday morning, J. G. Ish, Jr, 
agency officer Supreme Liberty Life, 
will open the session discussing “Cur- 
rent Agency Trends as They Affect 
Our Companies.” N. H. Martin, man- 
ager Central Life, will speak on “Lapse 
Credit Ruins Collection Percentage.” 
G. W. Cox, agency officer North Caro- 
lina Mutual Life, has as his long sub- 
ject, “How Agency Officers of Mem- 


ber Companies Can Make Outstanding F 


Contributions to the Success of National 
Negro Insurance Association’s Five 
Year Program.” In the afternoon 
there will be reports of the committee 
on National Negro Insurance Week, 
essay contests, publicity and_ resolu- 
tions. On the following morning mis- 
cellaneous business will be taken wp 


followed by a sight-seeing trip through- 7 


out the city. 





Mutual Trust Educational Rally 


A two-day educational meeting of 
agents of Mutual Trust Life from Min- 
nesota, upper Wisconsin, Iowa and 
North Dakota was held in Minneapolis. 
The talks were all of a practical nature. 





Vice-president A. B. Slattengren repre- | 
sented the home office and spoke on 


two, occasions. Several general agents 
made talks including C. I. Ramstad, 
Moorhead, Minn.; E. G. McCluskey, 
Redwood Falls, Minn.; M. O. Solberg, 
Eau Claire, Wis.; C. G. Lunoe, Lake 
Mills, Ia.; Paul S. Nelson, Minneapolis, 
and J. W. Johnson, Montevideo, Minn. 

Particular interest was taken in the 


talk of O. I. Hertgsgaard, retired gen- | 


eral agent of Minneapolis, on “Why Mu- 
tual Trust.” 








1,620 persons who did not; weight re 


duction among overweight cases was / 
maintained; blood pressure of hyperten- | 
sion cases was reduced and kept at 4 | 


lower figure; many examinations showed 
clinical evidence of -improvement 1 
health; certain substandard cases, from 
the viewpoint of life underwriters, were 


considerably better risks at the end o! | 


the period than at the beginning. 





Lincoln at St. Louis Rally 


Leroy A. Lincon, president Metropoli- 
tan Life, was in St. Louis for a regional 
gathering of veteran agents. He dis- 
cussed among other matters the com- 
pany’s contemplated war clause. Other 
company executives also attended the 
gathering. 
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Leaders to Address 
Life Presidents 
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tinguished Canadian who has_ been 
invited to talk, will be announced later. 

An equally impressive array of leaders 
will develop the life insurance side of 
the program. 

QO. J. Arnold, president Northwestern 
National Life and convention chairman, 
will introduce the central theme: “Life 
Insurance in Defense of Democracy.” 
He will announce results of special sur- 
veys made to forecast amounts of new 
life insurance purchased and life insur- 
ance in force at the close of the year, 
and disbursements to policyholders and 
beneficiaries during 1941. 


Brigham to Review Investments 


Data being assembled on life insur- 
ance investments will be analyzed and 
discussed by Elbert S. Brigham, presi- 
dent National Life of Vermont, in 
“Investing for Security of Home and 
Nation.” 

“Life Insurance as a War Industry” 
will be covered by Alfred N. Mitchell, 
president Canada Life. 

Francis V. Keesling, president and 
general counsel West Coast Life, will 
discuss “Moral Hazard in Relation to 
Democracy.” 

Activities of the field forces and their 
relationship to the defense of democracy 
will be developed by Frank F. Weiden- 
borner, agency vice-president Guardian 
Life. 


Hobbs to Represent Supervision 


Commissioner Charles F. Hobbs of 
Kansas, president National Association 
of Insurance Commissioners, will repre- 
sent insurance supervision on the pro- 
gram, 

Greetings will be presented by execu- 
tives from the American Life Conven- 
tion, Canadian Life Officers Association, 
National Fraternal Congress, Institute 
of Life Insurance, and National Asso- 
ciation of Life Underwriters. 

General Marshall is the highest rank- 
ing officer of the United States Army. 
He is in full charge of the military 
side of the nation’s defense effort. From 
1919-1924 he was aide-de-camp to Gen- 
eral Pershing and later occupied a 
succession of other important army posi- 
tions during his rise to chief of staff. 

The increasing importance of aviation 
will attach particular significance to the 
address by Mr. Trippe. Since 1927, 
when he founded the Pan American Air- 
ways System, it has developed under his 
management into the leading interna- 
tional air transport service of the world, 
and its far-flung lines touch more than 
50 countries and colonies. 


Stassen Has Notable Record 


When Governor Stassen took office in 
1939, he was the youngest state gover- 
nor. He has won distinction for his 
ability in the solution of gubernatorial 
problems. He is a lawyer. 

Dr. Freeman is a leading journalist 
and educator. He holds degrees from 
a dozen institutions of learning, and in 
1934 was awarded the Pulitzer Prize for 
his biography of Robert E. Lee. He is 
rector and president of the board of 
trustees of the University of Richmond. 
A member and trustee of the Rocke- 
feller Foundation, he is active in the 
National Economic Council. His topic 
will be “Duration in Change.’ 

Dr. Cowley will speak on “Education 
and National Defense.” Before becom- 
ing president of Hamilton College he 
made notable records at the University 
of Chicago and Ohio State University. 

Laurence F, Lee, president Occidental 
Life. N. C.. and Peninsular Life, Fla., 
will be chairman of the reception com- 
mittee, and Arthur B. Wood, president 
and managing director Sun Life of 
Canada, will be vice-chairman. 


175 W. Jackson Blvd., Chicago. 


Tax Avoidance Proves to 


Be Boomerang, Maduro Says 
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are together in point of time the more 
difficult it will be to prove that there is 
not an indirect payment by insured. 

Mr. Maduro strongly urged agents 
never to have an assured make a trans- 
fer primarily to avoid a tax. If there 
are tax benefits in the change, that is 
so much to the good, but that should be 
made a secondary consideration. Doing 
this will avoid cancellation when the 
ruling is changed and the policy becomes 
taxable. 


Stock Purchase Points 


The only real value in a stock cer- 
tificate to the owner and his family is 
his right to work in the corporation and 
secure a salary, Mr. Maduro said. These 
rights apply to the owner during his life 
time. Mr. Maduro asked if the certifi- 
cate gives the same right to his wife 
after his death, and said from a prac- 
tical point of view the answer is no. 

The stock owners might not want the 
widow in the office attempting to help 
run it. Therefore, the stock owner’s 
right to work and secure salary is of 
value to the insured and should be pro- 
jected into the future by insurance for 


the benefit of the widow. This is the 
only real capital asset he has represented 
by the certificate. Not all of this value 
can be projected into the future, Mr. Ma- 
duro said. 

Stock purchase arrangements through 
life insurance are ignored by most under- 
writers in the small corporations. There 
are many more small corporations than 
large ones; therefore, this is a much 
larger field for business insurance. There 
is also a greater need for single premium 
insurance in the small than the large 
corporations, for the small ones have a 
lesser number of key men and one may 
be more likely to be an owner and more 
important to the corporation than in the 
large organization. 

The small corporation with the loss 
of such man would have less chance to 
continue. There would be less mo- 
mentum after the death of such a key 
man than in the big organization. 

W. N. Hiller, Chicago association 
president, presided and John Sherman 
of W. A. Alexander & Co., Penn Mu- 
tual, chairman, announced plans for the 
barn dance to be held Dec. 12. His 
announcement was interrupted by a 
phantom voice coming over the loud- 
speaker which heckled him by making 
disparaging remarks. The voice was 
Harry G. Walter of Mr. Hiller’s agency, 
who identified himself as “Yehudi.” Mr. 


Walter wrote the script for this enter- 
taining interlude. 

As observers in the sessions were Ben- 
jamin Becker and K. R. Clark, attorneys, 
and P. F. Millette and Robert Spindell, 
of Spindell-Millette Service, tax experts. 





Insurance Teachers to 
Meet in New York Dec. 29 


The American Association of Univer- 
sity Teachers of Insurance will hold its 
annual meeting in New York, Dec. 29, 
at the Biltmore Hotel. As usual, this 
meeting will be held simultaneously with 
a number of other educational associa- 
tion gatherings. 

The following nominations have been 
made for the coming year: President, 
E. L. Bowers, Ohio State University; 
vice-president, F. G. Dickinson, Univer- 
sity of Illinois; secretary - treasurer, 
C. A. Kline, University of Pennsylvania; 
member of executive committee, H. J. 
Loman, University of Pennsylvania. 

David McCahan, University of Penn- 
sylvania, is the present president and 
Professor Bowers is_ vice- president. 
Robert Riegel, University of Buffalo, is 
chairman of the nominating committee. 

During the same week are held gather- 
ings of numerous other associations of 
university teachers. The insurance meet- 
ing each year attracts increased interest. 











PILOT MAKES RECORD-BREAKING 


GAINS 


DURING the last twelve months, the Pilot Life 
has registered gains totaling $12,940,962, which 
is the largest increase for a similar period in the 


Company's history. 


The Pilot Life is proud of the enlarged and 
improved field personnel which made this out- 


standing record possible. 


PILOT LIFE 
INSURANCE COMPANY ‘ 


GREENSBORO, N. C. 
Emry C. Green, President 
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Golden Bow] Broken Too Soon 


Is the pace of life getting so strong that 
men break right at the zenith of their 
power? It would seem so. Just within 
the last few days we had four notable 


instances. Men in the prime of life, well 
known in the insurance domain, died 
suddenly. Hugh T. Martin, well known 


insurance attorney of Chicago, for many 
years president of the Illinois Bankers 
Life of Monmouth, Ill, and recently 
made chairman of its finance committee, 
had been at his home during the day and 
died that night without warning. J. J. 
Hoey of New York City, collector of in- 
ternal revenue, a well known insurance 
man and a former company executive, 
went to Baltimore to see the Notre 
Dame-Navy football game and died in a 
hospital at Baltimore from a cerebral 
hemorrhage. W. J. Wandrey, secretary 
and treasurer of the National Guardian 
Life of Madison, Wis., together with his 


wife was driving to a point in Wisconsin 
to get their daughter and take her home 
for the week end. Suddenly he was at- 
tacked while at the wheel, became un- 
conscious, was taken by a passing mo- 
torist to a hospital nearby and died. E. 
J. Bond, president of the Maryland Cas- 
ualty, seemingly in good health, suc- 
cumbed at the office following a heart 
attack after he had spent the day tak- 
ing care of regular business routine. He 
was a comparatively young man. 

These are tragic circumstances. It 
makes everybody sit up and listen. If 
life’s complexities, burdens, problems and 
worries are killing off men like this in 
the twinkling of an eye, then we have 
Enemy No. 1 right in our midst. There 
must be something wrong with our way 
of living. The strain is probably too 
great. There should be some way to 
lessen it. 


Life Sales Going Strong 


Despite the slow start in the early 
months of the year, life sales are going 
strong with the October total the high- 
est since December, 1938. Substantial 
gains have been registered during the 
last three months. Gains have been 


registered by ordinary life every month 
of the year and with the exception of 
January, group and industrial have had 
all plus months. Ordinary sales were 
over the half-billion mark in October 
for the first time since January, 1939. 


No Supermen Are Needed 


WHILE the insurance business in all its 
classifications and as a whole needs ag- 
gressive leaders who have the capacity of 
generals, who understand their business 
thoroughly and are in touch with public 
demands, yet the main qualification for 
those who head the procession is sound 
judgment. They should not be carried 
away by visionary schemes, but should 
be.practical as well as dreamers, men 
whose visions build up, not destroy. 

President Hawkes of the U. S. Cham- 
ber of Commerce on his tour of the 


country making addresses to business 
and labor people emphasized the fact 
that supermen are not the kind who 
work progressively and safely. In fact, 
he declares that supermen are causing 
this great trouble and chaos all over the 
world today. They rise above the 
clouds, they become more or less fanati- 
cal and domineering. They spend most 
of their time in commanding and in is- 
suing orders of all kinds. They are dic- 
tators and are gradually reaching for 
more and more power. 


Changing Words Into Action 


JoHN Marsuatt Hotcomse of Hart- 
ford, manager of the Life Insurance 
Sales Research Bureau, made a remark- 
able address in Toronto the other day, 
which is full of meat and can be taken 
to heart by all classes of insurance. He 
declared that insurance men are too sen- 
sitive to criticism. He referred to the 


been proposed by men within the busi- 
ness itself for some time, though little 
has been done to really remedy condi- 
tions. As Mr. Holcombe put it, the re- 
port “offered nothing new but accepted 
and reinforced our own constructive 
criticism of our procedure.” 

Mr. Holcombe took the stand that it 


TNEC investigation of life insurance. In. is time to quit resoluting and speaking 


its report it reviewed the marketing and 
distributing methods of life insurance. 
Its recommendations run along parallel 
for the most part with those that have 


and do some real acting. He said it is 
the duty of insurance people to discover 
every factor which can have an adverse 
effect on the selling process and modify 


it or eliminate it. He acknowledged 
that strides had been made in recent 
years along corrective lines but he called 
for a more militant policy. He suggested 
that the first step toward further im- 
provement might be to personalize the 
problem and especially its solution. 

He is anxious to have speeches and 
resolutions superseded by activity. 
There has been enough conversation, in 
his opinion, and we agree with him. 

When weaknesses are pointed out 
sometimes executives take this as insti- 
tutional criticism rather than an indi- 
vidual one. They are inclined to ascribe 
these imperfections to the business as a 
whole rather than to their own special 
companies. As Mr. Holcombe points 


out, while officials recognize that read. 
justment should be made, their expres. 
sions, though they be candid, tend to 
take on an attitude of impersonality. As 
Mr. Holcombe puts it, “The speaker as. 
sumes an objective attitude and on that 
basis it is far easier for him to outline 
desirable changes.” 

When we are criticised, even though it 
be done in a very constructive and 
friendly way, the tendency is to draw in 
our horns and assume an attitude of 
defense. These weaknesses, and they 
are known in all classes of insurance, 
tend to affect the whole structure. Mr, 
Holcombe has sounded a clarion note 
which should be heeded by all those in 
the business. 








PERSONAL SIDE OF THE BUSINESS 





William A. Eastman, chairman of 
Sunset Life and Sunset Casualty and 
president of Sunset Underwriters of 
Seattle, is on an eastern visit.’ He was 
in New York several days and then 
went to Maine to visit relatives. He 
will spend a few more days in New 
York before returning to Seattle. 


W. M. Grady, 69, manager of Na- 
tional Life of Vermont in Sioux City, 
Ia., died there following an operation. 

M. Glenn Tuttle, associate general 
agent John Hancock Mutual at Miami, 
is maintaining a strong record for per- 
sonal business this year. In addition 
to the regular insurance that he placed 
amounting to $805,000 up to Oct. 1, he 
wrote in annuity and group business 
about $135,000. About two-thirds of 
his business was placed with John Han- 
cock and the rest with Mutual Life, 
Connecticut Mutual, Prudential and 
Reliance Life. 


R. B. Coolidge, superintendent of 
agents of Aetna Life, has been ap- 
pointed air raid warning controller for 
the Hartford district. 

A. Mackenzie, assistant general man- 
ager and manager of agencies of Manu- 
facturers Life, Toronto, is celebrating 
the completion of 25 years with the 
company. He joined Manufacturers 
Life in 1916 on the merger with that 
company of the Federal Life of Ham- 
ilton, Ont., with which he had been 
connected. In 1918 he was made as- 
sistant manager of agencies, and when 
Robert K. Junkin retired in 1919, he 
took full charge of agency affairs. He 
was appointed assistant general man- 
ager and manager of agencies in 1935. 
He has been active in organization 
affairs and is well-known both in Can- 
ada and the United States. 

John Veech of the L. M. Gillette 
agency of Penn Mutual Life in De- 
troit has been awarded the President’s 
Club award for having produced the 
largest amount of business of any first- 
year man. He led all agents of the 
company appointed in 1938-40 in both 
lives and volume. 

The appellation ‘“super-marksman” 
was bestowed on Claris Adams, presi- 
dent Ohio State Life, at a victory dinner 
closing the Columbus Community Fund 
campaign, of which Mr. Adams was 
chairman, The campaign went over the 


top by more than $14,000. More than 
a dozen insurance men acted as lieuten- 
ants of Mr. Adams in the campaign. 


Frank P. Samford, president National 
Life, Birmingham, has been elected 
president of the Associated Industries 
of Alabama. 


John §S. Tunmore, general agent of 
Provident Mutual in New York, is back 
at his desk following a long absence 
occasioned by a major operation. 


The Price Haynes agency of Bankers 
Life of Iowa in West Virginia is honor- 
ing John H. Hutchinson this month, 
He has represented the West Virginia 
agency continuously for 26 years in 
Point Pleasant, W. Va., and has pro- 
duced more than $4,000,000 of life insur- 
ance and annuities in his _ territory, 
Manager Haynes estimated that, as a 
result of Mr. Hutchinson’s work, Bank- 
ers Life has paid out in death losses, 
annuities, dividends, disability claims, 
etc., approximately $700,000, which is 
enough to pay the grocery and clothing 
bill for every man, woman and child in 
Point Pleasant for one year. 


A. M. Jacobs, Chamber of Commerce 
building, Provo, Utah, attained mem- 
bership in the Pacific National Life’s 
“Premier Million Dollar Club,” having 
attained a million dollars of life insur- 
ance in force. The company dedicates 
the current number of its house organ 
to him and his agency. 


DEATHS 


A. R. Thomson, one of the oldest in- 
surance men in Detroit, died last week. 
He had been in the insurance business 
since going to that city 50 years ago. 
For the past.11 years he has been a 
broker and for 25 years before that was 
general agent of the New England Mu- 
tual Life under the firm name of Utter 
& Thomson. 

George T. Blanford, former Minne- 
apolis general agent of Mutual pens 
Life, died at Pacific Palisades, Cal. 
retired two years ago after 20 years ‘ 
the insurance business in Minneapolis. 

W. H. Fledderjohann, 72, president of 
American Citizens Life, died in Colum- 
bus, O., after an illness of a year and 
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: Mrs. Aaron Klein, 


“Mister, can you spare $8.32? I have a premium due on my insurance!” 








a half. Before joining American Citi- 
zens 12 years ago, he was with Colum- 
bus Mutual Life. 

T. A. McCarter, 45, National Life & 
Accident superintendent at Galveston, 
Tex. died. He joined the Galveston 
agency in 1931. 

83, mother of 

Adolph R. Klein, Chicago general agent 
Home Life of New York, died. She had 
lived in Chicago for over 50 years and 
had been active in civic affairs. 

G. W. Hunt, assistant to President 
W. Howard Cox of Union Central, died 
after an illness of several months. He 
was 70 years of age and had been with 
the company since 1893. He held many 
different posts including quite a few 
years of field work. A son, Marshall 
Hunt, is head of the purchasing de- 
partment of Union Central. 

Leo Avington, 37, superintendent of 
Western & Southern Life in Mansfield, 
O., was killed in a Pennsylvania rail- 
road wreck at Dunkirk, O. 

Harley Lackey, 64, manager of city 
real estate for Equitable Society, died 
at his home in Montclair, N. J., from 
a heart attack. He had completed 45 
years of service with Equitable and on 
that occasion was honored at a dinner 
attended by officers and associates. He 
Started as a stenographer at Columbus, 
O., later became cashier at Knoxville 
and subsequently served in that capacity 
at other offices. In 1918 he became su- 
perintendent of the inspection bureau 
at the home office, in 1933 he was as- 
signed to the real estate department 
and in 1936 was named manager of city 
real estate. He had charge of all the 
real estate owned by Equitable in cities 
throughout the country. 

R. L. Riker, assistant treasurer of 
Prudential, died in Orange (N. J.) Me- 
morial hospital after a short illness. He 
was 68 years old. He would have 
marked his 50th anniversary with Pru- 
dential in January. 


John Yarrick, second vice-president 
and associate actuary of Colonial Life, 
died at his home in Jersey City at the 
age of 57. As a young man he became 
a clerk for the Fidelity Mutual Life and 
m 1913 went to Colonial as assistant 
actuary, becoming secretary in 1932, 
associate actuary in 1937, a director in 
1939 and second vice-president in 1940. 


yee C. Roberts, special agent of 
Northwestern Mutual Life in Chicago, 


was found dead at his desk in the Ho- 
bart & Oates general agency. He was 
60. Mr. Roberts, who was married, be- 
fore entering life insurance for many 
years was in the advertising business. 
He was associated with Hobart & Oates 
1933-35, and after a period in another 
business returned in 1940. He had been 
in ill health for some time. 


Three U. S. Leaders 
Featured in Columbus 


Bennett Chapple, well known public 
speaker, addressed the luncheon session 
of the annual fall seminar of the Co- 
lumbus Life Underwriters. Mr. Chapple 
is assistant president of the American 
Rolling Mill Company of Middletown, 
O. He was introduced by Charles W. 
Griffith, president of the association. 

Following the luncheon, panel discus- 
sion groups heard talks by three local 
men who are to date the leading pro- 
ducers in the United States for their 
respective companies. Willard M. Mor- 
ris, Ohio State Life, led a discussion 
on “Programming.” Oscar C. Carlin, 
John Hancock, talked on “Life Insur- 
ance in Action,” while Emmett W. Mill- 
holland, Ohio National Life, addressed 
the group on “Time Control and Self 
Management.” Panel discussion chair- 
men for these sessions were Leonard L. 
Lenz, general agent Connecticut Mutual, 
Allen Staub, assistant manager, Metro- 
politan Life, and John K. Boardman, 
Massachusetts Mutual Life. 





Labor Board Has Hearing 
on Metropolitan Situation 


The State’ Labor Relations Board 
held a hearing Monday on the CIO in- 
dustrial agents’ union’s petition for 
certification as sole collective bargain- 
ing agent for Metropolitan Life agents 
in the New York City area. The union 
confined itself to submitting evidence 
that the bargaining unit, or territory 
involved, was an appropriate one and 
similar to that used in the case of other 
industrial companies with which the 
union has a collective bargaining agree- 
ment. The hearing was adjourned, to 
be resumed later this week. The union’s 
plea for certification without the usual 
election is based on its majority in the 
election held in 1938. 


CALLED TO SERVICE 


John R. Kerman, son of F. R. Ker- 
man, director of publicity of Pacific 
Mutual Life, has completed the primary 
training course at the marine corps 
training base, Quantico, Va., and has 
been commissioned a second lieutenant 
in the marine corps. 

Julius Dieman of the group depart- 
ment of Aetna Life im Newark has been 
inducted into the army and is succeeded 
by Harry White, who has been with the 
company several years. 











Haas Goes to Home Office; 
Bennell General Agent 


A. F. Haas, manager of Mutual Life 
in Pittsburgh, has been appointed as- 
sistant to the vice-president and man- 
ager of agencies, J. Roger Hull. Mr. 
Haas will be succeeded at Pittsburgh 
by A. H. Bennell, who has been pro- 
moted from his present post as man- 
ager at Cleveland. 

Mr. Haas joined the Mutual Life in 
1925 after attending Johns Hopkins 
University. After serving as an agent 
in Baltimore he was made an agency 
organizer in 1928 and became Pittsburgh 
manager in 1933. He served seven 
years as a director of the Pittsburgh 
Life Underwriters Association and is a 
former president of the Pittsburgh C. 
L. U. chapter. ; 

Mr. Bennell, a graduate of Yale, 
joined Mutual Life in 1922 as an agent 
in Youngstown, O., and in 1929 was 
made district manager there. In 1939 he 
was transferred to Cleveland as man- 
ager. He is a former president of the 
American Society of C. L. U. 





Get revised edition of “Life Insurance 
and Federal Tax Laws.” 50c. National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago. 








Ralph R. Lounsbury, President 
W. J. Sieger,V. P. & Sup’t. of Agencies 
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COMPANIES 


Mullans Made Actuary 
of the Reliance Life 


G. Robert Mullans 
pointed actuary of Reliance Life. 
went to Pittsburgh 
in 1936 as _ assist- 
ant actuary of Re- 
liance. After grad- 
uating from Brown 
University in 1928 
and receiving his 
master’s degree a 
year later, he was 
employed for a 
short time in the 
mathematical __re- 
search department 
of the Bell Tele- 
phone laboratories 
in New York. He 
entered his life in- 
surance career in 1930 in the actuarial 
department of Travelers. He is a fel- 
low of the Actuarial Society of America 
and of the American Institute of Actu- 
aries. 





has been ap- 
He 





G. R. Mullans 





Dismiss Lincoln Liberty Suit 

LINCOLN, NEB.—District Judge 
Chappell has entered dismissal of the 
suit begun months ago by policyholders 
of Lincoln Liberty Life of Lincoln, 
alleging that the officers had conspired 
against the interests of participating 
policyholders by following an account- 
ing system whereby funds belonging to 
them were credited to the non-partici- 
pating fund. The court said no evidence 
in support of this charge had been pre- 
sented, that the accounting shows par- 
ticipating funds had been kept separate 
and that the holders of those policies 
have been given proper credits and 
allocations. 





Postpones Policyholders Sessions 


Northwestern National Life has aban- 
doned plans to hold policyholder meet- 
ings this winter due to the vastly in- 
creased demand on the time and energy 
of policyholders due to the present emer- 
gency. The meetings, inaugurated last 
spring, were highly successful, President 
O. J. Arnold said. Policyholders got an 
understanding of the workings of insur- 
ance and the company gathered much 
practical information from policyholders 
which is being used in shaping new pol- 
icyholder literature. 





Awards Salary Bonus 


The Fidelity Mutual has awarded a 
6 percent salary bonus to its employes 
effective Sept. 1. The bonus is applic- 
able on the first $2,000 of salary of all 
employes receiving less than $5,000 per 
year, and will be paid quarterly, with 
the first payment Dec. 1. Over 300 
employes are affected. 





To Occupy New Building Soon 


The New England Mutual Life ex- 
pects to be fully installed in its new 
home office building in Boston by Dec. 1. 


Cottrell with Franklin Life 


Jack L. Cottrell, formerly of Kansas 
City, has been appointed claims director 
of the Franklin Life. On completion of 
his legal training at the Kansas City 
School of Law 12 years ago, he became 
associated with the Central Mutual Cas- 
ualty of Kansas City. He was advanced 
to assistant secretary in charge of claims. 


T. E. Seelye of Philadelphia, vice- 
president of Day Zimmerman has 
been elected a director of Fidelity Mu- 
tual. Mr. Seelye is also director of 
Pine Iron Works Company, Corn Ex- 
change National Bank & Trust Com- 
pany and the Pennsylvania Water & 
Power Company. 

E. E. Brown of Chicago, president 
of the First National Bank, has been 








elected a trustee of Penn Mutual: Life. 


He is also president of the First Chi- 
cago Corporation, the National Bank 
Deposit Company and the First Trust 
Joint Stock Land Bank. 

F. Goodwin Smith, president of the 
Hartford Empire Company, has been 
elected a director of Connecticut Mu- 


NEW YORK 


MANAGERS’ ANNUAL DINNER 


The annual dinner given by the Life 
Managers Association of Greater New 
York in honor of the Life Presidents 
Association will be held Dec. 10 in the 
grand ballroom of the Waldorf-Astoria. 
Last year attendance at the dinner was 
so great the ballroom was entirely filled 
and an even larger attendance is antici- 
pated this year. K. A. Luther, Aetna 
Life, is president of the managers’ asso- 
ciation. 














FOLEY OBSERVES 20th YEAR 


The T. W. Foley agency of State 
Mutual in New York has a gain of 
35 percent for the first 10 months. Mr. 
Foley is observing his 20th anniversary 
with the company and the agency is 
engaged in a special production effort 
in observance of this event. 


YOUNG AGENCY GAINS 29% 


A gain of nearly 29 percent in paid 
business was made by the Gerald H. 
Young agency of State Mutual in New 
York in the first 10 months. The agency 
leads all others in the company for that 
period in persistency, insurance in force 
gain, and paid-for business. Three indi- 
viduals rank near the top among the 
entire field force: F. W. Pennell is 8th, 
W. J. Holding 14th, and H. M. Darby 
20th. 


ZIMMERMAN TALKS TO SUPERVISORS 


A brokerage supervisor must do more 
than call on the general insurance man 
and ask for business, Charles J. Zim- 
merman, general agent Connecticut 
Mutual, Chicago, said at the meeting of 
the Life Agency Supervisors of New 
York City, Wednesday. The brokerage 
supervisor must stimulate the general 
insurance man to go out and get busi- 
ness. The general insurance man today, 
he said, has an opportunity to write 
pension trust and salary savings busi- 
ness because of his close personal con- 
tact with corporation heads. But, he 
continued, the difficulty is that general 
insurance business has improved so 
rapidly with business generally that the 
general insurance man, unless he is well 
organized and stimulated to that action, 
will not solicit life insurance because 
he is making more money on his regular 
lines than he has for years. He said, 
however, that the smart general man 
can use life insurance renewals to 
cushion the falling off of his income if 
and when the readjustment period starts. 


AGENCY NEWS 


Millionaire Groupers 
in E. A. Woods Agency 


Two new members. of the Edward 
A. Woods Company, general agent of 
the Equitable Society in Pittsburgh, 
Ray Rowbottom and H. F. Tener of 
Pittsburgh, have qualified as group mil- 
lionaires meaning they have each writ- 
ten a million dollars of group  busi- 
ness. This brings the number of agents 
in the Woods office who are members 
of the Group Millionaire Club to 22, 14 
more than any other Equitable agency. 
Mr. Rowbottom entered the Woods 
agency in July, 1930, and so far this 
year his production outside of group is 
$448,551. Mr. Tener is assistant man- 
ager of the Woods Company in charge 
of the new personnel department, start- 
ing in 1938. He has written $329,681 











business this year, including credits on 
his group production. 





Honor Rothaermel in Detroit 


W. M. Rothaermel, agency vice- 
president of Pacific Mutual Life, was 
guest of honor at a luncheon of the 
E. W. Albachten agency in Detroit. 
Honoring his first official visit to De- 
troit agency, a one-week sales contest 
was held and a huge bouquet of red 
roses, each rose representing one appli- 
cation, was presented to Mrs. Roth- 
aermel by Mr. Albachten. 

Mr. Albachten presided at a brief 
sales meeting after the luncheon at 
which Mr. Rothaermel spoke on “Op- 
portunities Today for the Writing af 
Life Insurance.” 
sales so far this year are 24 percent 
above 1940. 





“Wranglers” Win in “Roundup” 


SALT LAKE CITY—The annual 
roundup campaign between the 
Wranglers and the Rustlers of the Tri- 
State agency of Equitable Society, run- 
ning from Sept. 8 to Oct. 31, resulted 
in a victory for the Wranglers, the third 
time in succession. The total number 
of applications sent in was 668, repre- 
senting $1,298,251 in new paid-for busi- 


CHICAGO 


DEPARTMENTAL PUBLICITY 


George Applegren, Chicago trade and 
daily press correspondent, has been ap- 
pointed by Insurance Director Paul F. 
Jones of Illinois as publicity man for 
the department. Director Jones hopes 
through this arrangement to have the 
work of the department interpreted in 
an intelligent way and to give insur- 
ance men a more comprehensive idea 
of what is being done by department 
people. 














LIFE LAWYERS MEETING 


The part that “scienter,” or intent, 
plays in legal theory where fraud is 
pleaded in the inception of life policies, 
and the part played by materiality of 
the representations made in such cases 
was discussed at a meeting of the Chi- 
cago Life Lawyers Club by W. J. Brown 
of the law firm of Scott, MacLeish and 
Falk, 

Paul E. Keller, counsel for the Bene- 
fit Association of Railway Empfoyes, 
presented a review of current Illinois 
court cases, and Owen Rall of Eckert 
& Peterson gave a story. 


RECORDS 


Equitable Life, Iowa.—The best Oc- 
tober production since 1929 was re- 
corded this year with $5,972,599 life in- 
surance and annuities, the sixth con- 
secutive monthly gain this year. In- 
crease in October over the same month 
of 1940 was $203,910 or 3.5 percent, and 
paid gain for the year to date $9,939,703, 
23 percent. Total new business for the 
first 10 months is $53,195,120. 

Life insurance in force increased $2,- 
750,000 in October and for the year 
$17,900,000, grand total being $615,- 
816,000. 

The leading agency in October was 
New York City and Albert Rose of that 
agency was leading agent. 

John Hancock—Had insurance in 
force Sept. 30 of $4,934,169,656, a gain 
for the nine months of $376,656,994. 














Wyckoff Wilson Now Secretary 


Wyckoff Wilson, who has been with 
Travelers since 1899, was made secre- 
tary of the accident department, suc- 
ceeding the late John E, Ahern. Mr. 
Wilson previously was assistant secre- 
tary. 





The Detroit agency’s ° 


STOCKS 


H. W. Cornelius of Bacon, Whipple ¢ 
Co., 135 So. La Salle street, Chicago 
gives the following stock quotations of 
life companies as of Nov. 17, 1941 





Par Div. Bid Askej 
Aetna Life .... 10 1.40* 2716 99 
Conn. Genl. .... 10 -80 23 244, 
Contl. Assur.... 10 2.50% 38 40° 
Life & Caa:isces 3 -50 9% 104 
Lincoln Natl.... 10 1.40* 271, 99” 
New World Life 10 -30 4 4u 
N. W. Natl. Life 7.50  .30 8% 10° 
Ohio Natl. Life. 10 1.25 29 31 
Olid Line Life... 10 -60 10 114, 
Travelers ...... 100 16.00 385 499” 


Wis. National... 10 


*Includes extras. 


Passed Through 
Many Crises 


The Equitable Society has compiled q 
record of life insurance, showing that it 
has passed through wars, financial crises, 
depressions, epidemics and yet it stays 
and pays. As the Equitable puts it 
about 100 years of American life insur. 
ance started its onward and upward 
course. In the last 10 years 30 billion 
dollars were paid into American homes 
by the life companies. Policy payments 
of all kinds for 1941 will aggregate 
$2,700,00,000. This is the record: 


1846—War with Mexico. 
1851—Inflation due to discovery of 
gold. 
1857—Deflationary panic. 
1861—War between the states. 
1865—Post-war depression. 
1869—Black Friday—Stock Exchange 
closed. 
1875—Second post-war depression. 
1884—Western land boom collapse. 
1893—Industrial depression. 
1896—Silver depression. 
1898—War with Spain. 
1907—Bankers’ panic. 
1914-1919—World war financial crisis. 
1918—Great influenza epidemic. 
1929—Stock market debacle. 
1933—Bank holiday. 
1939—European war begins. 


1.00 16 18 











Announce Dern Month Winners 


Winners of the Dern Month contest 
among home office employes of Lincoln 
National Life have been announced by 
C. F. Cross, second-vice-president and 
director of agencies, They are: Ruth 
Shepler, first; Muriel Bishop, second, and 
Betty Garrett, third. Honorable men- 
tion went to Frank Rouzer, Eudora 
Cotton, Ruth Linnemeier, Hazel Vorn- 
dran, and Wanda Lipp. 

Each year, October is celebrated in the 
Lincoln National Life organization as 
Dern Month in honor of A. L. Dern, 
vice-president and director of agencies. 
This year home office employes joined 
in the contest by providing leads. Win- 
ners were named on the basis of busi- 
ness produced from these leads. ; 

Mr. Dern presented awards to the wif- 
ners. 





Atlantic Life Service Awards 


Service awards were made to ten em- 
ployes of Atlantic Life at the annual bat- 
quet of employes in Richmond. M. ™M. 
Blair, assistant secretary in charge of the 
underwriting department, received a 30- 
year pin; Miss Annie P. Hunter, prem- 
ium collection department, 25-year; Wil 
S. Harris, the real estate department. 1. 
E. Hansen, statistical department, and 


-Miss Virginia Smith, underwriting de- 


partment, 15-year; and Mrs. Cecilia S. 
Hallmark and Marian Smith, actuarial 
department, and Miss Hazel Terrell, real 
estate department, 10-year. ; 

George R. Payne was elected presi 
dent of the employes association, Miss 
Lucille Spivey, secretary, and Mrs. Sarah 
G. Pitts, treasurer. Dr. Raymond Pinch- 
beck, dean of the University of Rich- 
mond, spoke on “Some Tests of Life 
Insurance.” The dinner meeting was fol- 
lowed by a dance. 
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LIFE AGENCY CHANGES 





Gale Wilkes-Barre 
General Agent 


E. W. Gale, formerly agency assistant, 
has been appointed general agent at 
Wilkes-Barre by Massachusetts Mutual 
Life to fill the position made vacant by 
the transfer of R. L. Altick to Los 
Angeles, associated again with John W. 
Yates, general agent. 

Mr. Gale was a member of the agency 
department staff for more than two 





E. W. GALE 


years, until last May when he resigned 
to go with National Life of Vermont as 
regional supervisor. 

_ He is a Chicagoan and entered life 
insurance business as an agent in 1930. 
His sales in the three years in the field 
were at least $250,000 annually. 

In 1933 he was appointed supervisor 
of agents of the Fowler Agency of New 
England Mutual in Chicago, which con- 
nection he resigned to go with Massa- 
chusetts Mutual as agency assistant. 
During his association with the Fowler 
agency production more than doubled 
and the agency became the company’s 
second largest in amount of new sales. 





Home Life Names Manager 
of New Yonkers Branch 








WILLIAM L. RADCLIFF 


A new branch office has been opened 
by Home Life of New York in the 


metropolitan New York area, with 
illiam L. Radcliff as manager. It is 
Ocated in the First National Bank 


building, 20 South Broadway, Yonkers. 
_ Mr. Radcliff, who has been in the life 
Msurance business since 1920, recently 


became associated with Home Life in 
the sales planning division at the home 
office. In this office, a part of the 
agency department, he has had to do 
with training personnel in agency build- 
ing. 

Previously he was in managerial work 
with Travelers as associate manager in 
Boston, and later manager in Yonkers. 
He was also connected with the Chester 
W. Newman Company of Yonkers in 
organizing its life department, that com- 
pany being one of the largest general 
insurance offices in Westchester county. 





Anderson and Bowden Are 
Promoted by Travelers 


Harry O. Anderson, who has been 
field assistant in the life department of 
Travelers in Detroit, has been pro- 
moted to assistant manager. He was 
general sales manager for Standard Oil 
Co. in Detroit before joining Travelers 
as a field assistant in 1928. 

H. C. Bowden of Wheeling, W. Va., 
has been appointed field assistant in the 
life department of the Travelers branch 
there. He is a graduate of Travelers’ 
home office school. 





Schechter with Franklin 


The Franklin Life annouces the ap- 
pointment of Ben Schechter as general 
agent for Denver. He has been in the 
life business for three years, but he has 
established an enviable record as per- 
sonal producer. He was formerly asso- 
ciated with the Northwestern Mutual. 


Conniff Made Atlanta Manager 


Dennis Conniff has been made man- 
ager of the Acacia Mutual Life in At- 
lanta. He has been located at Birming- 
ham and has been six years with the com- 
pany. So far this year he has paid for 
$346,000. 








Bouchard Joins Horton Agency 


NEWARK—R. C. Bouchard, who has 
been with the John A. Ramsay agency 
of Connecticut Mutual Life in Newark 
for six years, the last year and a half as 
supervisor, has been appointed super- 
visor of the Lester Horton agency of 
Home Life in Newark. 





Finberg Associate Manager 


Z. W. Finberg, who joined the com- 
pany as an agent in 1934, has been ap- 
pointed associate manager of the St. 
Paul branch of Great-West Life. 





Returns to Security L. & T. 


T. S. Tharin has returned to the 
Columbia, S. C., agency of Security Life 
& Trust. He has been manager of 
Reliance Life in Charlotte and vice- 
president of the Life Managers Associa- 
tion there. 





Lanphar Named by Occidental 


The Lanphar Agency has been ap- 
pointed general agent of Occidental 
Life of California for Detroit and vi- 
cinity. Grant M. Hudson, Jr., has been 
named life manager of the Lanphar 
Agency. He is a son of Grant M. Hud- 
son, Lansing, Mich., general agent. 





L. B. Koblitz, formerly president of 
Bilt-Rite Homes, has become associated 
with the Dreyfus Insurance Agency, 
Cleveland, which has been changed to 
Dreyfus-Koblitz, Inc. The firm is gen- 
eral agent of Commonwealth Life in ad- 
dition to writing general insurance lines. 

W. T. Higgason has been appointed 
superintendent of Prudential in Rich- 
mond, Va., succeeding T. R. Coard, 
transferred to Miami, Fla. 

Henry D. Penfield of Evanston, IIL, 
who was mayor of that city until last 
spring, is building up a fine insurance 
business for the real estate firm of Ful- 


ler & Pickard. The agency has taken 
the New England Mutual Life and Mr. 
Penfield will devote considerable of his 
time to life insurance. He will report 
to General Agent E. C. Fowler of Chi- 


SALES MEETS 


A. T. Schussler Is Honored 
by Metropolitan Managers 


Metropolitan Life managers from 
Illinois, Michigan, Wisconsin and 
Minnesota attended a territorial meet- 
ing in Chicago Tuesday and at a 
dinner honored Austin T. Schussler, 
superintendent of agencies for the Great 
Lakes territory. The occasion was Mr. 
Schussler’s 30th anniversary with Met- 
ropolitan and he was given a dinner 
Party and presented with an appropriate 
gilt. 

John Dill, manager at Carbondale, 
Ill, and president of Illinois Associa- 
tion of Metropolitan Managers, acted 
as toastmaster. Woolf Guon, presi- 
dent of Chicago Metropolitan man- 
agers, was in charge of arrangements. 
M. Axelrod, president of the Michigan 
group, and M. Lewis, president Wis- 











consin-Minnesota group, were on hand. 

Others besides Mr. Schussler attend- 
ing from the home office were Everett 
Smith, supervisor; C. W. Bethel, as- 
sistant superintendent of agencies, and 
Howard Poppen, field training divi- 
sion. 


Hold Training School in Detroit 


A two-day training school was con- 
ducted in Detroit by E. P. Huttinger, 
vice-president Penn Mutual, and two 
assistants from the training department, 
A. M. Hopkins and Clarence Cooper. 
Some 36 agents representing the L. M. 
Gillette and S. W. Ryan agencies of 
Detroit and C. E. Spencer agency of 
Toledo. participated. 

Mr. Huttinger also conducted an ad- 
vanced training school for northern In- 
diana agents at Fort Wayne, with Sam 
Gregory, general agent, in charge. 








Wardwell Agency Meets 

E. C. Andersen, educational director 
Connecticut Mutual Life, spoke at a 
luncheon of the Chester T. Wardwell 
agency in Peoria, Ill., with 15 agents 
in attendance. 


Rally Honors Buffalo Agency 


R. E. Irish, president of Union Mu- 
tual Life, attended a meeting in Buffalo 
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of agency managers from Buffalo, De- 
troit, Cleveland, Rochester, Syracuse 
and Pittsburgh. They were guests at 
a dinner recognizing the sales achieve- 
ment of the Buffalo agency, which 
reached its 1941 quota in eight months. 
Jesse J. Letts is Buffalo manager. 


Flickinger Agency Holds 
Annual Sales Gathering 


The Dan W. Flickinger general 
agency of John Hancock Mutual held its 
annual sales meeting Monday and Tues- 
day in Indianapolis. Representatives at- 
tended from fhroughout the state. The 
meeting was dedicated to E. R. Grisell, 
Indianapolis, in honor of his 30th anni- 
versary with the company. 

J. R. Jones, Indianapolis, was toast- 
master at the annual banquet. Guest 
speakers included F. J. Keefe, manager 
home office underwriting repartment; G. 
H. Hipp, home office group representa- 
tive, Cincinnati, and Milton Elrod, Jr., 
legal editor R. & R., Indianapolis. Mr. 
Elrod talked on insurance for taxation 
purposes, Mr. Hipp on pension trusts 
and salary savings plans and Mr, Keefe 
underwriting problems. 


Lincoln National Salt Lake Rally 


SALT LAKE CITY—The Lincoln 
National Life held its annual conference 
here of agents from Utah and Idaho. 
The home office was represented by 





Vice-president A. L. Dern and Dr. 
W. R. Thornton, vice-president and 
medical director. Both spoke. General 


Agent I. B. Thorpe was in charge. 





Buffalo-Rochester Joint Rally 


A joint meeting of the Buffalo and 
Rochester agencies of Equitable So- 
ciety was held in East Aurora, N. Y. 
Vice-president Vincent S. Welch was 
principal speaker. 





Occidental, N. C., Sets Convention 


Occidental Life, N. C., will hold its 
convention in Galveston, Tex., Jan. 
14-16. 








Reports on Foreign 
Nationals’ Credits Big Job 


NEW YORK—While the period 
within which insurance companies were 
required by the treasury department to 
report credits of $1,000 or more held for 
the benefit of foreign nationals as at June 
1, 1940, and also as at June 14, 1941, was 
extended from Oct. 30 to Nov. 29, the 
concession was not granted to brokers, 
except upon individual request. Several 
hundred filings have already been made, 
and other applications are being submit- 
ted daily. Failure to comply with the 
regulation lays one open to a penalty of 
$10,000 fine, or 10 years in jail, or both. 

Compliance with these regulations has 
entailed a tremendous amount of work 
for the insurance companies. Many 
questions arose and it was frequently dif- 
ficult to get a satisfactory answer from 
the government authoritiees. The ma- 
chinery was hurriedly put together and 
the government people were just as 
much at sea as those required to make 
the reports. The usual answer to any 
question regarding whether a certain 
item should be reported was that if any 
doubt existed it should be reported. 

One question was whether a foreign 
national residing in the United States 
had to be reported. The decision was 
that anyone residing in the United States 
on April 1, 1940, should be regarded as a 
licensed national. The search for such 
credits was thus pretty largely narrowed 
to those of persons residing in foreign 
countries exceeding $1,000. 


Country Life Rally Jan. 29-30 


Country Life will hold its agency 
convention at Hotel Pere Marquette, 
Peoria, Jan. 29-30. Five hundred per- 
sons are expected to attend. D. C. 
Mieher, Chicago, is manager and will 
take part.. . Welk, Peoria, will 





handle local arrangements. 


NEWS OF LIFE ASSOCIATIONS 


MANAGERS 





Plans Are Completed 
for All Agents Congress 
to Be Held in St. Louis 


All plans have been completed for 
the sales congress at the DeSoto Hotel 
in St. Louis, Nov. 28. Panel discus- 
sions will feature programming, pros- 
pecting, consecutive weekly production, 
social security, approaches and over- 
coming objections. It is an all-agents 
session, the participants being: Robert 

. Newman, New England Mutual; 
John J. Leisenfeld, Metropolitan; E. R. 
Reinke, Metropolitan; R. H. Mayer, 
Lincoln National; Leon Reichenberg, 
Metropolitan; H. A. Moores, National 
Life of Vermont; M. M. Gordon, Met- 
ropolitan; Henry Belz, Penn Mutual; 
Norman Kellar, Metropolitan; Hyman 
Melman, Metropolitan; G. H. Hollings- 
worth, Guarantee Mutual Life; Ben 
Selzer, Metropolitan; R. P. Cranston, 
Phoenix Mutual; Walter Bilzing, Met- 
ropolitan; Ashley Papin, John Hancock; 
John Hoeltmann, Metropolitan; H. E. 
Fisher, Prudential; G. F. Abrell, Met- 
ropolitan; A. G. Bothe, Metropolitan; 
O. F. Piening, John Hancock; E. A. 
Bloemke, Metropolitan; William Dar- 
dick, John Hancock; C. W. Dean, 
Metropolitan. 

Also G. L. Dyer, Jr., Columbian Na- 
tional; J. P. Blake, State Mutual; J. F. 
Williams, Union Central; Harry 
Greensfelder, Jr., Equitable Society; 
Harry Lander, Pacific Mutual; F. F. 
Sale, General American; M. A. Wilten, 
Union Central; T. J. Noonan, St. 
Louis Mutual, H. J. Blythe, National 
Life & Accident; Sam Morris, Con- 
necticut Mutual; R. W. Fischer, Con- 
necticut Mutual; W. T. Kieffer, North- 
western Mutual; G. . Henson, 
Metropolitan; E! ‘A. Rice, John Hancock, 
W. S. Stuart, Provident Mutual; J. H. 
Brennan, Prudential; A. Haley, 
John Hancock; T. E. McCary, Jr., 
Penn Mutual; H. R. Davis, Massachu- 
setts Mutual; J. W. Leigh, Massachu- 
setts Mutual; N. H. Hill, Northwestern 
Mutual. 

Mr. Kieffer is the leader on ap- 
proaches; Mr. Wilten, social security; 
Mr. Moores, prospecting; Mr. Sales, 
programming; Mr. Reinke, consecutive 
weekly production; Mr. Leigh, over- 
coming objections. Mr. Newman will 
speak on “Some of My Life Insurance 
Selling Observations.” “Making Ap- 
pointments by Telephone” will be han- 
dled by Mr. Fisher and Mr. Morris. Mr. 
Reichenberg will talk on “Taking the 
Pulse of Your Prospect.” 





Joint Meeting in Manchester 


MANCHESTER, N. H—A_ joint 
meeting of the Manchester Association 
of Life Underwriters and the New 
Hampshire General Agents & Life Man- 
agers Association was held here, with 
P. B. Holmes addressing the general 
agents session and W. E. Johnson, Jr., 
general agent Mutual Benefit, Nashua, 
speaking at the life underwriters dinner. 





Peoria, Ill.—Frank M. See, St. Louis 
general agent New England Mutual Life, 
will speak Nov. 27 

Wausau, Wis.—Purposes and activities 
of the National association and advan- 
tages of state and local organizations 
were outlined by Earl Wheeler, Madi- 
son, state president. Rex Welton, Madi- 
son, and Frank Neu, Green Bay, who ac- 
companied President Wheeler, acted as 
“quiz kids” in an educational feature. 

Hastings, Neb.—T. C. Young, North- 
western Mutual Life, has been elected 
National association executive commit- 
teeman. 

Michigan—wWalter Ruterbusch, Sun 
Life, Bay City, has been named by Presi- 
dent H. Loree Harvey, Equitable of Iowa, 
Kalamazoo, as chairman of the arrange- 
ments committee for the annual meeting 
to be held in Bay City in May. 

Northern New Jersey—In his talk on 
“Life Insurance in These Times,” J. El- 
liott Hall, general agent Penn Mutual 


Life, said the public is insurance-minded 
but does not know what it is all about 
and it is up to life insurance men to 
tell them. The wide publicity which 
life insurance is getting in the daily 
newspaper and trade press is one ele- 
ment that is aiding the sale of life insur- 
ance, he added. 

The advanced salesmanship school will 
start Dec. 11 in Newark. The program 
this year will be on a much wider scope 
than last year. 

Buffalo—John H. Jamison, manager of 
field-training Northwestern Mutual Life, 
spoke Nov. 19. 

Baltimore — Wesley D. Disney, con- 
gressman from Oklahoma, spoke at the 
monthly meeting. 

Seattle — John McCay, manager Do- 
minion Life, Vancouver, B. C., spoke. W. 
N. Boyd, chairman defense bond drive 
committee, reported 75 percent of Seattle 
business firms contacted favored the 
salary deduction plan. 

San Francisco—<Activities on the sale 
of defense savings bonds were reviewed 
by Gale F. Johnston, field director de- 
fense savings staff. G. F. McKenna, 
Continental Assurance, president of the 
association and area chairman for de- 
fense bond sales in northern California, 
presided. 

Other speakers were: W. V. Regan, MJr., 
deputy administrator in the San Fran- 
cisco district, and E. Heller, chairman 
for all defense bond activities in north- 
ern California. 

North Carolina—A group meeting of 
associations in eastern North Carolina, 
representing Wilson, Rocky Mount and 
Greenville, was held. Jake Hadley, 
president Greenville association, was 
general chairman. John Richardson, 
Raleigh, president state association; 
William Shaw, trust officer People’s 
Bank, Rocky Mount; W. H. Andrews, Jr., 
Greensboro, trustee National association; 
A. B. Carroll, Wilson, and Dr. Meadows, 
Greenville, president East Carolina 
Teachers College, made short talks. W. 
T. Beaty, Raleigh, is state secretary. 

Topeka — J. P. Williams, educational 
director American College, spoke on 
“Present and Future Horizons” at a 
meeting Thursday. He will go to Wich- 
ita for another talk. 

Minnesota—President Carl W. Kleif- 
gen has appointed his committees. 

President Kleifgen and other state as- 
sociation leaders attended a rousing re- 
gional meeting at Rochester at which 
agents from several cities in southeast- 
ern Minnesota were present. Speakers 
were Commissioner Johnson, who out- 
lined his plan to weed out unfit agents; 
John J. Steger, Massachusetts Mutual, 
and D. O. McLeran, New England Mu- 
tual, both of St. Paul. 

The sales congress of the state asso- 
ciation will be held at St. Paul the last 
week in January. 

Salt Lake City—Gale F. Johnston, N. 
A. L. U., who is field director defense 
saving staff, spoke on the defense sav- 
ings campaign. 

Fort Wayne, Ind.—J. W. Sonter, South 
Bend manager of Connecticut General 
Life, warned against unstudied tax sav- 
ings suggestions. 

Toledo — Burdette Baldwin, Massachu- 
setts Mutual Life, and E. E. Madden, 
Prudential, are co-chairmen of the ten- 
day membership.drive. The campaign 
seeks to duplicate last year’s record, 
when membership was increased 50 per- 
cent. The drive will end with the 
monthly meeting Nov. 27. 

Beaver Valley, Pa.—The annual dinner 
dance was held Nov. 20 in Beaver Falls. 

New Castle, Pa.—Edward L. Sittler, Jr., 
supervisor of Mutual Life in Pittsburgh, 
spoke Thursday. 

Birmingham, Ala.—Men will continue 
to establish homes and raise families, 
and life insurance will prevail, Paul 
Speicher, R. & R., stated in the monthly 
meeting. President W. A. Lonsford pre- 
cided. 

L. R. McGauley, Sun Life, has been 
elected vice-president to succeed Jack 
Henry, Acacia Mutual Life, who died re- 
cently. J. T. Huey, Prudential, has been 
elected national committeeman to suc- 
ceed Meyer Davidson, Mutual Life. 

Kansas City—The November meeting 
will be specially designed to interest in- 
dustrial producers. Marius Hansen, Pru- 
dential superintendent, is in charge of 
arangements. 





Alexander Talks 
to Agency Cashiers 
at Pittsburgh 


R. H. Alexander, deputy insurance 
commissioner of Pennsylvania, addressed 
the Life Agency Cashiers Association of 
Pittsburgh at its November meeting, 

Discussing the public relations phase 
of agency work, Mr. Alexander stated 
that most of the “complaints” which the 
department is called upon to adjudicate 
are not really “complaints,” but “misun. 





RALPH H. ALEXANDER 


derstandings” that explanations by the 
department clear up. He cited the small 
staff of investigators required to handle 
such matters in proportion to the enor- 
mous volume of insurance of all types 
in force in Pennsylvania, as indicative of 
the job being done with respect to com- 
pany-policyholder relationships. ; 

Mr. Alexander detailed the organiza- 
tional setup of the Pennsylvania depart: 
ment. He stated that its policy is to re 
frain from advocating new legislation af- 
fecting the insurance business but cor- 
centrating upon administering the pres 
ent laws within which the insurance bus! 
ness functions. 

He explained the department’s system 
of handling agents’ licenses. He urged 
that the companies adhere closely t0 
the department’s request that all Pent 
sylvania license requisitions for each 
company be handled from one office— 
either the home office or a single; desig- 
nated branch office. The practice of 
each agency ordering and remitting fot 
its own licenses gained considerable 
usage, but requires the department 1 
keep separate ledger accounts for ea¢ 
agency rather than one account for the 
entire company. 





Ludolph Speaks to Life Men 


SAN ANTONIO, TEX.—In a talk 
before the San Antonio Life Managets 
Club, F. F. Ludolph, secretary San At 
tonio Insurance Exchange, told his 0 
ganization’s development and how tt 
eliminated chaotic conditions in under 
writing, commissions, licensing and fe 
bating. He explained how the exchange 
functions. 





Columbus Cashiers Meet ; 

K. V. Fargo, cashier of Lincoln — 
tional Life, discussed C. L. U. work at 
the meeting of the Life Agency Cashie 
Association of Columbus. Don Lyfot 
Equitable Society, has been name 
chairman of the membership committeé 





Get revised edition of “Life Insurant 
and Federal Tax Laws.” 50c._ Natit 
Underwriter, 175 W. Jackson Blvd. 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Penn Mutual Issues 
Radically New Form 


A new type of life policy was an- 
nounced this week by Penn Mutual Life 
termed “Independence Builder.” It was 
designed to meet the specific needs of 
young men who are On their way up in 
the business or professional world, and 
was made very flexible. 

‘Men in the younger age brackets 
want adequate life insurance protection 
for their families,” President J. A. Ste- 
venson stated, “but, at the start of their 
business careers, usually aren’t in a po- 
sition to make large cash outlays for in- 
surance. Later on, when there is more 
margin in the family budget, they are in 
a position to pay larger premiums not 
only to provide family protection but to 
build the incomes they will want for re- 
tirrement. The Penn Mutual therefore 
has concentrated its research on devising 
a contract which will satisfactorily fit 
into this picture and at the same time 
can be adjusted to meet the needs of 
men whose careers may not follow the 
usual income pattern.” 


Available Only to Men 


The “Independence Builder” will be 
sold only to men ages 18-34. It gives 
protection at a very low rate until age 
35, when a young man ordinarily begins 
to receive a fairly stable income. There 
is a premium increase at 35, and again 
at 45, these upward adjustments making 
possible the building of a worthwhile re- 
tirement income. 

Eric G. Johnson, vice-president in 
charge of agencies, sees in the policy 
the solution to the financial needs of 
many groups: the so-called junior ex- 
ecutive group, young men in defense in- 
dustries, young professional men, espe- 
cially internes just out of medical 
school, and lawyers serving their ap- 
prenticeship, and also young men whose 
occupations are not covered by social se- 
curity. He skid it meets the require- 
ments of a man’s first purchase of life 
Insurance, is automatically flexible to 
keep step with his natural, normal eco- 
nomic progress, and closely apnroxi- 
— in one package a complete estate 
plan. 


Malcolm Adam Comments 


Malcolm Adam, vice-president in 
charge of underwriting, said the prin- 
ciple employed is revolutionary. In the 
Past policies have been built on the 
theory the plan is sold for a specific num- 
ber of years, but the new theory is that 
the change in the policy takes effect with 
the insured’s age at 35 and 45, this 
change being made at these ages, re- 
gardless of age at issue. 

At age 65, the policy owner begins to 
receive monthly checks of $100. 

Penn Mutual agents throughout the 
country attended special agency meet- 
ings Saturday to learn the details of the 
new policy, how it functions and ways 
to sell it. Sales promotion kits were 
distributed. 

The unit is $15,000 insurance and $100 
monthly income at age 65. Policies 
are issued for certain fractional units or 
or multiple units. 


Premium Rate Starts Low 


Pirie) the first period, below age 35, 
enum rate is slightly higher than 
wa ‘uring the second period, ages 35- 
nary Tipe um rate is lower than ordi- 
—e at 35, and during the third 
lower i 45-65, it, is considerably 
n retirement income (taken at 

age 45 to mature at age 65). 
it maturity date, age, 65, the monthly 
ement income of $100 will begin, 


guaranteed for life and 10 years certain 
in any event. During the life of the pol- 
icy, the insurance protection remains un- 
changed. The usual settlement options 
are available for the beneficiary. 


Adjustable Under Options 


In event insured elects not to pay the 
(cption 1) increased premium rate at 
age 35, he may continue the original 
premium, with a reduced amount of 
insurance for life, the reduction de- 
pendent on age at issue, but the policy 
will not mature at 65. If at age 45, 
option 1 has not been elected, insured 
may elect (option 2) not to pay the in- 
creased rate but instead may continue 
until age 65 the rate he has been pay- 
ing since 35. The same plan will con- 
tinue but for reduced amount of in- 
surance and reduced monthly income 
starting at 65. Maturity value under 
this option is equal to the face amount 
of insurance. Under option 3, insured 
may elect in lieu of paying the increased 
premium at 45 to continue for life the 
rate he has paid since 35, and the orig- 
inal amount of insurance will be contin- 
ued, but not maturing at 65. No evi- 
dence of insurability is required to exer- 
cise these options. 

The policy is participating prior to 
maturity, and income after maturity also 
is participating for the 120 months cer- 
tain period. 

The unit policy is $15,000, with matur- 
ity value of $15,220, providing $100 
monthly income starting at age 65, but a 
minimum amount of $3,750 will be is- 
sued, providing $25 monthly income. 
Limits are: Age 18, 2%4 units; 19, three 
units; 20, 3%4 units; 21-22, 4 units; 23-24, 
414 units; 25-34, 5 units. 

Illustrative premium rates are: 

Annual Premium Rates per $100 Mo. at 65 


First Second Third ;-~—Options—, 
Age Period Period Period No.1 & 3 
18 $199.35 vores $548.25 i er $332.40 
19 d 


201.45 335.7 552.30 201.4 335.70 
20 203.55 339.15 556.35 203.55 339.15 
21 205.65 342.45 560.70 205.65 342.45 
22 207.60 346.05 565.05 207.60 346.05 
23 209.85 349.65 569.25 209.85 349.65 
24 211.95 353.25 573.75 211.95 353.25 
25 214.20 356.85 578.25 214.20 356.85 
26 216.30 360.75 582.75 216.30 360.75 
27 218.55 364.50 587.25 218.55 364.50 
28 220.95 368.25 591.90 220.95 368.25 
29 223.20 372.00 596.40 223.20 372.00 
30 225.45 375.90 601.05 225.45 375.90 
31 227.85 379.80 605.85 227.85 379.80 
32 280.25 383.55 610.50 230.25 383.55 
33 232.50 387.45 615.00 232.50 387.45 
34 234.75 391.85 619.65 234.75 391.35 


Salary Savings Monthly Premiums 
First Second ee cee yy 


Age Period Period Period No.1 & 
18 $17.40 $28.95 $47.70 $17.40 $28.95 
17.55 29.25 48.00 17.55 « 29.25 
20 17.70 29.55 48.45 17.70 29.55 
21 17.85 29.85 48.75 17.85 29.85 
22 18.00 30.15 49.20 18.00 30.15 
23 18.30 30.45 49.50 18.30 30.45 
24 18.45 30.75 49.95 18.45 30.75 
25 18.60 31.05 50.25 18.60 31.05 
26 18.75 31.35 50.70 18.75 31.35 
27 19.05 31.65 51.15 19.05 31.65 
28 19.20 32.10 51.46 19.20 32.10 
29 19.35 32.40 51.90 19.35 32.40 
30 19.65 32.70 52.35 19.65 32.70 
31 19.80 33.00 52.65 19.80 33.00 
32 20.10 33.30 53.10 20.10 33.30 
33 20.25 33.75 58.55 20.25 33.75 
34 20.40 34.05 53.85 20.40 34.05 
Regular Cash Loan Values 

Age 

at ————End of Year——————,, 
Issue ; 10 15 20 ° 
18 80.10 486.90 769.05 1,448.85 2,491.95 
19 83.85 494.25 1778.35 1,598.85 2,673.75 
20 87.60 500.85 786.601,755.45 2,861.85 
21 91.05 507.00 918.75 1,918.05 3,256.50 
22 94.385 512.70 1,057.20 2,087.70 3,667.65 
23 97.35 517.65 1,201.95 2,264.25 4,096.05 
24 100.20 521.55 1,353.15 2,447.70 4,542.15 
25 102.45 524.55 1,511.25 2,638.05 5,006.55 
26 104.40 658.20 1,675.95 3,039.15 5,489.85 
27 106.05 798.45 1,818.15 3,457.20 5,993.25 
28 106. 945.75 2,027.70 3,893.25 6,517.65 
29 107.25 1,099.95 2,214.75 4,347.75 7,064.10 
30 106.95 1,261.80 2,409.45 4,821.15 7,634.40 
31 244.65 1,431.15 2,819.10 5,314.35 8,229.90 
32 389.55 1,608.45 3,246.45 5,828.10 8,852.85 
33 542.40 1,793.85 3,692.55 6,363.60 9,50 


. ,363.6 5.35 
34 703.20 1,987.80 4,158.00 6,922.05 10,190.40 
(CONTINUED ON NEXT PAGE) 
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‘Information, Please.” 


That's what prospects actually indicate is 
their attitude when approached on PROVI- 
DENT COMPLETE PROTECTION. 


WHY this openly expressed desire on their 
part to learn all.about this plan of complete 
personal protection? 


® Because it’s NON-CANCELLABLE to 
age 65. 


® Because it combines in one plan the 
benefits of Life Insurance plus those 
of Non-Can Disability, meeting life’s 
hazards on ALL FRONTS. 


No wonder Provident Fieldmen find it gets 
them in—keeps them there, for a real inter- 
view. 
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Values Under Options 
Option No. 1 
c———Attained Age————,, 
55 60 


65 
$3,692. 14 $4,530.90 $5,365.05 
3,639. 4,476.45 5,309.70 


G9 29 09 09 9 CO im ee 


Option No. 2 
c——Attained Age———_, 
55 6 65 


$8,278.35 $10.905.00 
ratty 


7, 881.15 
Option No. 3 


10,665.00 


i eas ~ tie 


eS oe oe ot 
=) 


8 
8 
8 
8 
8 
8 
8. 
7. 
7 
7 
7 
7 
7 


6,410.85 


“Devidende 
($15,000 Insurance—Maturity Value 
$15,220 Per $100 Monthly Income) 


Dividend Accumulations 


John Hancock Mutual to 
Continue Dividend Scale 


John Hancock Mutual Life will con- 
tinue the general scale of dividends now 
in effect on ordinary and group policies 
and the same general formula now effec- 
tive on retirement annuity contracts. 

In 1942 interest on funds held on de- 
posit or retained under ordinary policy 
provisions for optional settlement not in- 
volving life contingencies will be at the 
maximum rate of 344 percent. No inter- 
est will be allowed in excess of the guar- 
anteed interest rate on sums held for pay- 
nient under optional settlement provi- 
sions involving life contingencies, Ex- 
cept under policies whose terms provide 
for a rate of interest greater than 3 per- 
cent, dividends and other funds left on 
deposit on ordinary policies will be al- 
lowed a maximum rate of 3 percent. On 
premiums paid in advance, no excess in- 
terest will be allowed and the discount 
rate on new advance premium transac- 
tions will be 2%4 percent. 

A revised schedule of dividends for 
industrial policies was adopted, inaugu- 
rating the payment of a dividend under 
such policies one year earlier. than un- 
der previous schedules. Under the new 
apportionment scale, holders of premium 
paying policies will receive dividends in 
1942 amounting to the same number of 


weeks that were paid to them during the 
year 1941 under such policies. 

There will be a reduction in the divi- 
dend to holders of paid-up industrial poii- 
cies to provide a distributon that makes 
a more appropriate return under such 
policies and recognizes the reduction in 
interest earnings under present day in- 
vestment conditions. 

More than $23,000,000 is to be set 
aside by the John Hancock for dividends 
to policyholders in 1942, an increase of 
about $1,100,000 over 1941. 


Sun Life of Baltimore 
Announces New Rates 


Sun Life of Baltimore has announced 
its new premium rates on ordinary poli- 
cies. These are presented below at 
quinquennial ages for a number of 
more popular forms: 

Whole 20 20 yr. End. 
Age Life Pay End. at65 
20 $15.02 $23.92 $44.96 $18.28 
17.05 26.27 45.33 21.21 
19.61 28.98 45.68 25.15 
22.96 32.40 46.45 30.62 
27.33 36.72 47.89 38.47 
32.94 41.93 50.31 50.31 
40.37 48.55 54.20 69.04 
49.62 56.66 60.26 
62.99 68.48 69.54 


—Term— 
5 yr. 10 yr. 
$8.69 $9.08 

8.99 9.33 

9.18 9.7} 

9.88 10.75 
11.35 12.88 

16.58 


Special prem. 
Endowments per per 
10 yr. 15 yr. 25 yr. 30 yr. $2,500 2M 
$98.01 $62.39 $34.74 $28.06 $65.00 $26.25 
98.10 62.49 35.01 28.47 65.00 29.06 
98.18 62.74 35.54 29.22 70.00 32.96 
98.37 63.17 36.60 30.62 81.00 38.51 
99.28 64.40 38.47 32.98 92.00 46.57 
100.64 66.25 41.53 36.74108.00 58.89 
102.61 69.04 46.33 42.49 108.00 
BOG;70 TREO -DOOT sacs sees 20.0% 
AEOCU RODS es 550% Sod Teas 
Retirement Policies 
Male Female—— 
at55 at60 at65 at55 at60 at65 
$37.49 $28.58 $22.63 $40.86 $31.09 $24.44 
46.31 34.47 26.68 50.62 37.62 28.93 
59.58 42.58 32.12 65.26 46.60 34.94 
79.41 54.61 39.63 87.16 59.90 43.25 
112.10 72.96 50.93 123.26 80.22 55.72 
177.79 102.81 67.69 195.87113.31 74.29 
.. 161.63 94.44 - 178.66 104.02 





. 147.40 --- 163.15 


North American Life Has 


New Revised Premiums 


North American Life has issued new 
annual premium rates, non- participating, 
which while leaving the reserve basis 
at 3%4 percent result in a scale cor- 
responding to rates calculated on 3 
percent basis on all except term insur- 
ance.. Policy values and non-forfeiture 
benefits are on 3% percent basis and the 
policy options are on 3 percent. The 
change results on a moderate increase 
in rates. Illustrative new rates on more 
popular forms at quinquennial ages are: 

Annual Premium—$1,000 


End. 20P. oh aS Ry <7 
at 85 


40 $61.¢ sates 65 $34. 419 $21 $27. i 
- 46 ry 4 1% 67 $44. 
‘ 39 ‘ : 1.74 34.43 27.92 


~ arcana | Policies 
Lif 20P. *Life 


*Minimum amount $2,500 
7$2,000 to age 60—$1, 000 thereafter. 


Gifford T. Vermillion, manager of Mu- 
tual Life of New York in Chicago, ad- 
dressed the Lions Club of Winnetka, 
Ill, on “Know Your Navy.” The talk 
was illustrated by slides. Mr. Vermil- 
lion is a member of the navy council 
speakers committee which covers the 9th 
naval district. 


Chicago Headquarters for 


Commissioners Dec. 6-7 


The Illinois insurance department 
will maintain a headquarters suite in 
the Hotel La Salle, Chicago, Saturday 
and Sunday, Dec. 6-7, for commission- 
ers and camp followers who are in the 
city enroute to the mid-winter meeting 
of the National Association of Insur- 
ance Commissioners in New York. The 
official cars for the convention will be 
attached to the Advance Commodore 
of the New York Central system, leav- 
ing Chicago at 2:30 p.m., Dec. 7. Res- 
ervations may be made either through 
Arthur Smith of the Chicago office of 
the Illinois insurance department in the 
Insurance Exchange Building or 
through Rav Martin of the New York 
Central svstem in Chicago. 


W. F. Marshall in Pa. State Post 


W. F. Marshall, well known surety 
man of Philadelphia, has been ap- 
pointed head of the insurance depart- 
ment of the liquidation division of the 
Pennsylvania banking department. His 
first experience in the insurance busi- 
ness was in the claim department of 
Travelers in Minneapolis. He was 
transferred to Milwaukee and _ subse- 
quently to Philadelphia. In 1924 he es- 
tablished his own agency and in 1939 
became associated with Henry W. 
Brown & Co. 


W. W. Hartshorn Testimonial 


W. W. Hartshorn, Hartford manager 
of Metropolitan Life, will be guest of 
honor at a testimonial dinner in his city 
Dec. 1, given by the Connecticut State 
Association of Life Underwriters. This 
will be in recognition of the fact that 
he was elected a trustee of the Na- 
tional Association of Life Underwrit- 
ers at the Cincinnati meeting. About 
300 are expected to attend. 


Order four copies of Albert Hirst’s 
“When a Man Dies” for $1 from National 
Underwriter. 





. . - A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 
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ALFRED MacARTHUR, PRESIDENT 
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ACCOLADE 


Salute to the victorious Liberty National armies, 
which won the October battle against Insecurity, with 
the largest month in the Company’s history] 


With a smaller net force than last year, Liberty Na- 
tional fieldmen and women are boosting insurance in 
force this year from 88 to 100 million, a 60% better job 
than they have ever done before. 


LIBERTY NATIONAL LIFEINSURANCE COMPANY 


Birmingham, Alabama 
Frank P. Samford, President 
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Warranty of Good Health 
Comes Up in W. O. W. Case 


The Alabama supreme court affirms 
the lower court in Davis vs. Woodmen 
of the World. In this action to recover 
the death benefit, the fraternal denied 
bility on the ground that the insured 
was not in good health at the time of 
the delivery of the policy as was war- 
ranted by him and that he had been 
treated by a physician within the 10 
years previous to his application con- 
trary to the statement made in it. The 
fraternal contends that the disease from 
which the insured suffered tended to 
increase the risk and relied on the testi- 
mony of the doctor who said that he 
had treated the insured for cancer of his 
face on several occasions between 1931 
and 1936. The policy was applied for 
and issued in 1936, and the insured died 
from cancer on his chin in 1938. 

However, it did not appear that the 
prior treatments had effected a cure of 
the growth that was previously on the 
insured’s face and that the cancer from 
which death resulted could have devel- 
oped and caused death in six months. 
Under the evidence presented the higher 
court finds that it was a question for 
the jury whether the insured suffered 
from cancer as well as whether such 
disease increased the risk. The com- 
pany complains of several of the court’s 
rulings with respect to admission of 
evidence and failure to give certain 
charges, but the higher court finds no 
error in the record. 





Comment Made on Meaning 
of Term “Unfit Agent” 


(CONTINUED FROM PAGE 8) 


them will find that it will be to their 
financial advantage as well as to the 
financial advantage of the policyholder. 

“The other day a friend of mine was 
telling me that he was visiting a home 
office when the vice-president asked him 
to talk about salary savings to the 
directors and the officers. He had been 
instrumental in four companies institut- 
ing salary savings and had talked to 
this vice-president a couple of years 
ago about the subject. The vice-presi- 
dent very much wanted to install the 
system but had been unable to convince 





© the directors. After my friend had ex- 


plained the system, the medical director 
made an objection and the actuary did 
so. Then the vice-president said later 
to my friend, ‘You see what I am up 
against. Bigger and better companies 
than ours for 10 years have been suc- 
cessfully writing salary savings, but 
because these old fellows haven’t done 
it before they won’t do it now.’ You 
see they didn’t have to do it because 
the company gets a reasonable produc- 
tion as it is, and it wasn’t even to their 
financial advantage to do it because they 
were going to get paid as long as they 
lived, on the present basis. You will 
eliminate a good many unfit agents, 
when either the government or the pol- 


3 icyholder makes us do it, or when we 


find out that it is to our financial ad- 
vantage to do so. Stifl you will find 
plenty of companies and managers who 
will say that it isn’t.” 


Continued Disability Is 
Issue in N. J. Suit 


The New Jersey supreme court 
Passed on a case, Hepner vs. Provident 
Mutual Life, et al. The plaintiff moved 
to strike certain defenses filed by the 
company wherein it was alleged that 
the insured failed to submit due proof 
of his continued disability within the 
hg year period following approval of 
rae disability elaims and therein vio- 
ated the terms of his policies. The in- 
sured denied any violation of the terms 
and alleged that he submitted to an ex- 
anunation as requested by each of the 
efendants and from time to time pro- 
vided each defendant with certificates 
tom his attending physician as to the 
Continuance of his disability. 
he policies require that the com- 


Reinsured Endowment 
Policy Is Main Issue 


The Arkansas supreme court re- 
verses the lower court in Morris vs. 
Central States Life. Under a reinsur- 
ance agreement the company assumed 
the endowment policy involved, it plac- 
ing a 50 percent lien on all policies. The 
agreement provided that the amount of 
the lien, plus interest, was to be de- 
ducted from any settlement, except that 
upon the death of an insured prior to 
the maturity of the policy, the lien was 
to be waived. 

During the lifetime of the insured, his 
policy matured and he accepted a set- 
tlement from the company after the 
amount of the lien and interest were 
deducted from the reserve. Subse- 
quently, following his death, this action 
was begun, the plaintiff contending that 
on the insured’s death the company was 
bound to waive the lien. However, the 
endowment contract had matured prior 
to the insured’s death and thereafter the 
policy was not in force, the court held. 
The relationship of debtor and creditor 
then existed between the insured and 
the company. Thus, there was no duty 
upon the company to waive the lien. 


Extended Term Plan 
Passed On in Litigation 

The Indiana supreme court affirms 
the decision of the lower court in Galla- 
gher, admr., vs. Mutual Life of New 
York. The trial judge decided that the 
plaintiff could recover nothing. When 
the policy lapsed under the non-forfei- 
ture clause it was converted into ex- 
tended term insurance which expired 
prior to the death of the insured. The 
computation was made by adding the 
available dividend and deducting the 
outstanding indebtedness. It is argued 
that the deduction of the indebtedness 
operated to reduce both the term and 
the amount of the extended insurance 
in violation of an Indiana statute allow- 
ing the reduction of either the term or 
the amount but not both. However, the 
Indiana statutes also provide for the 
approval of policies issued both by 
domestic and outside companies and as 
to the latter require that they safeguard 
the interests of the insured to the same 
degree as a domestic policy, the court 
held. Computing the values available 
for paid-up or term insurance according 
to the Indiana statutory methods, the 
higher court holds that this policy 
afforded the insured equal protection. 
Judgment is therefore affirmed. 











pany may request due written proof of 
continued disability at any time within 
the two years following disability but 
not oftener than once a year thereafter. 
However, in demanding that the policy- 
holder submit to examination by a 
neurologist or other physician, the 
company went beyond the terms of the 
policies, the court held. The refusal to 
comply with such a request did not con- 
— a violation of the policies, it was 
eld. 





McFarlane Cincinnati Speaker 


CINCINNATI—Frank L. McFar- 
lane, Aetna Life, Cleveland, will ad- 
dress the Associated General Agents & 
Managers of Cincinnati Friday on 
“Prospecting Methods That Work 
Under Today’s Conditions.” 


Can't Date Policies Back 


ST. PAUL—Minnesota Mutual Life 
has advised its agents that under a Min- 
nesota law the company is not able to 
date policies for any date earlier than 
the date of application. Similarly it is 
unable to date “additional” policies 
ahead of the date of any letter request- 
ing them. 








Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 W. Jackson 
Blvd., Chicago. 
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. "Tus 1s the Veterans emblem worn by 
ONE OUT OF EVERY FIVE of our fieldmen—members of 
the Veterans Club. They have represented the Com- 


pany 20 years or more. 


Two OUT OF EVERY FIVE of our fieldmen 


have been with the Company 10 years or longer. 


Such loyalty speaks well for the future. 
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OUR BEST YEAR, 1941, 
Was a Result of the 


LIFETIME INCREASING INCOME PLAN 


1. Liberal first year plus bonus second year commissions. 
2. Lifetime service commissions. 
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5. 4-phase Educational Program pointing to C. L. U. 
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Recruiting and Prospecting Are Viewed 


(CONTINUED FROM PAGE 2) 





every man, in which a record is kept 
of the number of blue cards returned, 
business written, etc. Mr. Hoyer keeps 
a constant flow of letters going to 
agents congratulating them on blue 
cards returned. If there is delay in 
qualifying new prospects, there is a 
letter commenting on the fact and sug- 
gesting attention to new prospects. 
Results for both new and old men 
have been gratifying. Interest was 
manifested ,by the managers present 
and a number of them signified their 
intention to install the system. 


Good Time to Recruit 


Tohn A. Witherspoon, general agent 
John Hancock Mutual, Nashville, presi- 
dent National Association of Life Un- 
derwriters, said that now seems to be a 
good time to recruit salesmen from in- 
dustries which are curtailed because of 
lack of materials due to priorities. _ 

It was announced that the objective 
for the Pennsylvania Association of 
Life Underwriters was a membership of 
6,000 by next March. Mr. Witherspoon 
applauded this objective but warned 
that “quality” membership is still more 
important than “quantity” membership. 
He said it is illogical for the National 
association to recruit “just anybody” 
as members and at the same time try 
to get companies to eliminate the unfit 
among the agents. 

Of interest was the announcement of 
a full-time paid secretary in the person 
of John A. Bream, attorney. The 
Pennsylvania association has the honor 
of being the largest in the country, al- 
though Ohio claims the distinction of 
having organized the first state asso- 
ciation. 


Klocksin Speaks at Banquet 


At the banquet, Clarence Klocksin, 
legislative counsel for Northwestern 
Mutual, discussed prospective legisla- 
tion in Washington. Mr. Klocksin was 
still suffering from injuries received in 
a train wreck at Dunkirk, O. 

Ralph Alexander, deputy insurance 
commissioner, commented favorably on 
the improvement in the caliber of 
agents and their ever watchful eye for 
the interests of their policyholders. 

Leo L. Shumaker, sales director Na- 
tional Cash Register Company, said 
that most agents calling on him talk 
about retirement at age 65. He is not 
interested in anything so far distant. 
He wants to know what insurance will 
do for him now. He particularly em- 
‘phasized tact, enthusiasm and _perse- 
verance as desirable qualities in the 
selling field. 


Explains Prospecting Bureaus 


The mechanics of setting up a pros- 
pect bureau to supply leads to agents 
was discussed by A. R. Jaqua, associate 
editor Diamond Life Bulletins. He said 
that prospecting is difficult for almost 
all men and impossible for some. The 
problem is aggravated by the number 
of prospects being taken out of the 
market under pension trust and salary 
savings cases. The market is further 
narrowed by the amount of ordinary 
life being sold by industrial men who 


PROPERTY 
MANAGEMENT 


ENGEL 
REALTY COMPANY 
Realtors & Insurors 








MANAGEMENT SALES 
LEASES APPRAISALS 
BIRMINGHAM, ALABAMA 








will account for nearly half of the or- 
dinary business written this year. 

It becomes necessary, then, to set up 
a system which will call to the atten- 
tion of agents situations which make 
people prospects, such as age changes, 
promotions, bonuses, juvenile insurance, 
wife insurance, new arrivals, insurance 
of at least $40,000 for people of means, 
special educational policies for gifted 
children, special income policies for 
subnormal children, income to daugh- 
ters, and programs correlated with 
social security. 


Penn Mutual Has Plan 


Several companies have prospect bu- 
reaus. the Penn Mutual being the old- 
est and largest. It is under the direc- 
tion of Miss Mary Murray and was 
originally established by John A. 
Stevenson, now president. A consider- 
able number of agencies already have 
an infant prospect bureau in operation, 
particularly the handling of age 
changes, transferred cases and orphan 
policyholders. Considerable interest 
was manifested in the possible exten- 
sion of these activities. Mr. Jaqua said 
that the Diamond Life Bulletins would 
soon publish the results of a three-year 
survey on prospect bureaus. 

“Vision to see and faith to do” were 
stressed by Arch J. McQuilkin, super- 
visor home office agency Fidelity Mu- 
tual in Philadelphia. “I ask myself the 
same questions I ask the prospect,” he 


declared. “How much life insurance do 
I own? Is it programmed? Am, I 
satisfied with the program? What 


should I do about it? 

“It isn’t the size of the dog in the 
fight, it’s the size of the fight in the 
dog,” said Mr. McQuilkin. “I believe 
and I think I can prove that there is 
opportunity for good men to make a 
good living in the life insurance busi- 
ness and at the sane time to greatly 
help other people.” 


Gives Advice from Agent 


Advice from the agent was given by 
Lawrence H. Malenfant, New York 
Life, Pittsburgh. “I believe you should 
start your new organization activities 
by developing your old men,” he said. 
“If there are termites in your founda- 
tion you can add on stories to your 
house but soon you will have expensive 
repairs. A disgruntled ‘old’ man can 
wreck in 30 minutes more than you can 
build up in a month of training. 

“T suggest you teach the easy things 
first, and gradually work into the more 
dificult ones. Some new men are 
pushed ahead too fast and eventually 
go out; whereas if they had been 
brought along carefully they would be 
permanent underwriters. As old men in 
the business, we want leads, news, ideas 
and continuous training. We need to 
be ‘resmelted,’ and we need someone to 
work with us on our finances, our fam- 
ily troubles and our mental and physi- 
cal troubles. Always there is some way 
to touch the core of the veteran and 
make him a worthwhile, prosperous 
and loyal underwriter.” 





Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life ee 9 m a@ copy. 
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National Underwriter, Jackson 


Blvd., Chicago. 


Policyholders Organization 
Is Launched by H. S. Magill 


The National Policyholders Commit- 
tee, organized under the sponsorship of 
the American Federation of Investors, 
Chicago, is launching a preliminary drive 
for members. Hugh S. Magill, chair- 
man American Federation of Investors, 
is chairman of the organizing committee. 
In preliminary work he was assisted by 
Alexander O. Benz, president Aid Asso- 
ciation for Lutherans and past president 
National Fraternal Congress, and Lester 
O. Schriver, Peoria general agent Aetna 
Life and former president National 
Association of Life Underwriters. 

Mr. Magill has now prepared a circu- 
lar which he has sent to 50,000 members 
of the American Federation of Investors. 
He is seeking members for the National 
Policyholders Committee on the basis 
of a fee of 25 cents for each $1,000 of 
insurance held. He reports he has 
already received several hundred favor- 
able responses, one New York policy- 
holder with $300,000 insurance sending 


in $75. 

The circular which Mr. Magill is 
sending out outlines nine objectives 
which include uniting policyholders and 
beneficiaries for mutual protection, oppo- 
sition to wasteful government extrava- 
gance, enforcement of Secretary Mor- 
genthau’s retommendation that two 
thirds of the defense funds be raised by 
taxes; opposition to further devaluation 
of the dollar; control of commodity 
prices, encouragement of defense bond 
sales; investment in life insurance as a 
sound form of social security; and 
opposition to adverse legislation. 

Mr. Magill states that he does not 
intend to accept any remuneration for 
his services as chairman of the national 
policyholders committee. Funds  col- 
lected will be used to employ field work- 
ers who will talk throughout the country 
to encourage policyholders to take more 
active interest. Directors of the Ameri- 
can Federation of Investors which is 
sponsoring the plan include Mr. Benz, 
W. N. Boyden, vice-president Conti- 
nental Casualty; Hugh D. Hart, vice- 
president Illinois Bankers Life; Harold 
A. Ley, president Life Extension Insti- 
tute, and prominent business and pro- 
fessional men, 





Farm Bureau Company 
Plan May Be Extended 


_There are at least three successful 
life companies affiliated with the farm 
organizations in their states. The 
Country Life of Chicago is sponsored 
by the Illinois Agricultural Association. 
The Hoosier Farm Bureau Life is as- 
sociated with the Indiana Farm Bu- 
reau. In Ohio the Farm Bureau Life 
of Columbus, O., is associated with the 
Ohio Farm Bureau. Inasmuch as these 
companies have achieved considerable 
success it is now thought that there 
may be other states that will soon or- 
ganize similar institutions such as Kan- 
sas, Nebraska and Iowa. 





Study Class in Toledo 


The Toledo Life Managers Associa- 
tion and the Toledo C. L. U. chapter are 
holding C. L. U. study class at the Uni- 
versity of Toledo. C. K. Searles, dean 
school of business, is in charge. 
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Stimulating Program 
Is Presented at 


Illinois Congress 


By C. D. SPENCER 


PEORIA, ILL.—A stimulating pro- 
gram was presented at the Illinois Fra- 
ternal Congress here. President Wal- 
ter C. Below, president Fidelity Life, 
proved an able presiding officer. Wel- 
comes were extended by Mayor Wood- 
ruff of Peoria and V. J. Donnan, Mac- 





WALTER C. BELOW 


cabees, president Peoria Fraternal 
Congress. Joseph F. Sheen, Security 
Benefit, vice-president Illinois con- 


gress, responded. 

Norton J. Williams, vice-president 
National Fraternal Congress and presi- 
dent of Equitable Reserve, spoke twice, 
discussing the advantages of state fra- 
ternal congresses and how to conserve 
business. In discussing methods of 
avoiding lapses, Mr. Williams said that 
it is necessary to start out right by 
selecting good prospects. Although 
lower income people have more need 
for insurance -persistency on business 
from low income classes is poor be- 
cause of their irregular income. 


Middle Income Group Best 


The middle bracket income group 
provides the best prospects. Most peo- 
ple who have some property realize the 
value of the dollar and consequently 
appreciate the value of their insurance 
protection. It is essential that the field 
worker develop the right type of sales 
Presentation, Mr. Williams emphasized. 
He also stressed the need for continu- 
ing service after the application is 
signed and the policy delivered. Often- 
times the reason why larger certificates 
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are not written is because the field man 
fails to anticipate the ability of the 
prospect to pay for additional insur- 
ance. Mr. Williams urged that a field 
man get so close to his policyholders 
that they will call him “my life insur- 
ance man,” “When you get to that 
point you start developing a clientele 
with real progress,” he declared. 

Foster F. Farrell, manager National 
Fraternal Congress, brought greetings 
from that organization. Dr. George E 
Davis, Purdue University, told of the 
success of the short course in life in- 
surance there. The Illinois congress is 
contemplating staging such a course so 
his remarks were received with much 
interest. 

Joe A. Flagger, sales supervisor Fi- 
delity Life, in discussing “Unplowed 
Fields,” presented many graphic illus- 
trations. Henry R. Freitag, manager 
of publicity Modern Woodmen and 
president National Fraternal Congress 
press section, discussed publicity. He 
pointed to the necessity for consider- 
ing the editor’s point of view in pre- 
paring releases. 


Little Views Persistency 


The importance of keeping accurate 
persistency records was stressed by 
John. E. Little, field director Maccabees 
and president Fraternal Field Manag- 
ers Association. Individual records of 
field workers should be watched and 
men with commendable persistency ex- 
perience should be praised. Experience 
shows that field men with poor per- 
sistency records not only have less 
business on the books, but the business 
retained actually costs more. The lapse 
ratio is higher at younger ages. In- 
come is an important factor in persist- 
ency, he pointed out. Training of field 
workers, good salesmanship and effi- 
cient service are also important factors 
in improving persistency. 


Johnson Presents Fine Report 


The educational committee’s report 
on the distribution of copies of two 
fraternal books to public libraries and 
newspapers was presented by Chairman 
Fred A. Johnson, supreme _ vice-archon 
Royal League. Mr. Johnson presented 
a very thorough report. One book 
received favorable reviews from Chicago 
newspapers. He sent questionnaires to 
various libraries, replies to which 
demonstrated that the book was very 
well received. He analyzed the circula- 
tion of the books in public libraries and 
found that they were in great demand. 
High school students showed especial 
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interest. Mr. Johnson estimated that 
cost of distribution of the books was 
less than 2% cents per reader. He sug- 
gested that replacement copies be sent 
libraries which reported that they did 
not receive original copies and that 
copies also be sent to all the accredited 
high school libraries in the state. The 
possibility for sponsoring a short course 
on fraternal life insurance at an Illinois 
college similar.to the course sponsored 
at Purdue University was suggested by 
Mr. Johnson. 

Mr. Johnson’s report was adopted 
with the exception of his recommenda- 
tion regarding providing books for high 


schools, which will be taken up by the 


executive committee. 

E. F. Barnes, supervisor, and Addi- 
son Klophel, assistant supervisor of the 
Illinois insurance department’s frater- 
nal division, brought greetings. 

Mrs. Margaret Gorman, chairman, 
board of supreme managers’ Royal 
Neighbors, was scheduled to talk but 
was unable to be present at the last 
moment. 


Magill Talks at Banquet 


At the banquet the Royal Neighbors 
chorus under the direction of Mrs. Char- 
lotte Warren from the head office pre- 
sented a number of selections. Hugh S. 
Magill, president American Federation 
of Investors, spoke along the lines of 
the message he presented at the Na- 
tional Fraternal Congress meeting in 
San Francisco. He said he bought his 
first insurance policy 50 years ago from 
the Court of Honor. The fraternal 
system is a vital factor in the American 
way of life, he declared. 

In considering the need for develop- 
ing junior activities, Harold Allen, 
editor Fidelity Life, said that parents 
are eager to cooperate in developing 
thrift habits among their children. By 
paying close attention to junior work 
the societies can secure new blood and 
vitality in building for the future, he 
declared. 

In presenting the report of the legis- 
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lative committee, George G. Perrin, 
general counsel Modern Woodmen, re- 
viewed developments during the. past 
year. He emphasized the need for 
watching legislation which indirectly 
affects fraternals such as the laws of 
evidence and survivorship. 


DeBarry Looks Forward 


A forward looking talk was presented 
by C. D. DeBarry, general sales director 
Catholic Order of Foresters. After 
pointing to the sound and secure posi- 
tion of fraternal societies, he declared 
the open contract is a safeguard to the 
prospective purchaser. He urged field 
men to take advantage of the center of 
influence possibilities among _ society 
members. Every member is a prospec- 
tive center of influence as he has rela- 
tives and friends who should become 
members. All that is necessary is proper 
coaching. Fraternal members will not 
only aida field man by giving him names 
but also will go with him to help make 
the sale. 

To meet changed conditions, Mr. 
DeBarry said that it is essential the 
societies have trained sales forces. Mem- 
bers are anxious and willing to assist 
but they do not have the time to learn 
all the various selling points which the 
trained field man can supply. 


Sell Needs, Not $1,000 


Mr. DeBarry criticized the tendency 
to sell and purchase life insurance in 
terms of a $1,000. “If we can get our 
field men to think of insurance in terms 
of purchasing food, clothing, rent, fuel 
and light, education, doctors and dentist 
bills, etc., after he is gone instead of 
$1,000, applications will be for much 
larger amounts,” he declared. Mr. De- 
Barry urged the programming of pros- 
pect’s needs in order to demonstrate to 
him the desirability of greater life insur- 
ance protection. 

R. D. Taylor, consulting actuary, dis- 
cussed the past and present and future 
of the fraternal system. 


Aleshire Gives Advice 


It was especially appropriate that the 
congress concluded with a talk by Oscar 
E. Aleshire, president Modern Wood- 
men, In January Mr. Aleshire will 
celebrate his 54th year as a fraternal 
member. He has a very interesting 
background. upon which he drew for his 
stimulating talk. He stressed the neces- 
sity for better qualified men in the field 
to produce a better quality of business 
in a larger volume. He stressed the 
necessity for adapting one’s self to 
changing conditions. Knowledge is 
power, Mr. Aleshire declared. It is 
essential that every man know himself, 
his business, the product he is selling 
and his prospects. 

Knowledge is power which in turn 
brings influence, success and _ useful- 
ness. Emphasizing the importance of 
selling larger certificates, Mr. Aleshire 
said that $1,000 certificates are not ren- 
dering the basic services which life 
insurance is intended to serve. 

It was voted to continue to hold the 
fall meeting outside of Chicago. 


N. F. C. Committees 
Are Appointed 


Standing committees of the National 
Fraternal Congress appointed by Presi- 
dent Thomas R. Heaney were an- 
nounced this week by Foster F. Farrell, 
secretary-treasurer and manager. The 
chairmen are: 

State of orders and statistics, Harold 
A. Reise, Chicago, Polish Roman Cath- 
olic Union; law, Lendon A. Knight, 
Rock Island, Ill., Royal Neighbors; 
fraternal ethics, Mrs. Frances Buell Ol- 
son, head of Degree of Honor, St. 
Paul; junior membership, Walter C. 
pawn. Fulton, Ill, president Fidelity 

ife. 

Public relations, Farrar Newberry, 
secretary Woodmen of the World, 
Omaha; lodge activities, C. L. Biggs, 
recorder Maccabees, Detroit; general 
welfare, Frank E, Hand, head of In- 











dependent Order of Foresters, Toronto; 
revision of blanks,:J.. D. Reeder, Aid 
Association for Lutherans. 

Field work, John E. Little, actuary 
and field director of Maccabees; secur- 
ity valuations, James A. Blaha, Wood- 
men Circle; membership, Joseph F. 
Lamb, secretary Knights of Columbus. 

Most of the committees are quite 
large and in all constitute a member- 
ship of 191 fraternalists. 

The committee on law consists of 
nine members, three each with terms 
expiring in 1942, 1943 and 1944. The 
members are: Terms expiring Septem- 
ber, 1942, E. J. Jefferies, Maccabees, De- 
troit; Fred A. Service, Protected Home 
Circle, Sharon, Pa., and E. W. Dillon, 
United Commercial Travelers, Colum- 
bus; expiring September, 1943, George 
G. Perrin, Modern Woodmen; Otto C. 
Rentner, Aid Association for Lutherans, 
and Chairman Knight; expiring Sep- 
tember, 1944, James Mann Miller, 
Woman’s Benefit; O. S. Wells, Wood- 
men Circle, and A. W. Fulton, Chi- 
cago, Security Benefit. 


Stimulate Interest 


in Fraternal Week 


PEORIA, ILL.—Plans for National 
Fraternal Life Insurance Week, May 
4-9, got off to a splendid start at a 
special meeting held in Peoria, IIl., by 
C. D. DeBarry, 1942 campaign chairman 
and director of sales Catholic Order of 
Forresters. About 20 leaders attended 
a luncheon meeting following the IIli- 
nois Fraternal Congress sessions. Em- 
phasis will be placed on the state and 
local observance of National Fraternal 
Life Insurance Week. It was the con- 
sensus of those present that much more 
can be done in this direction to stimu- 
late interest in fraternalism and to show 
the public the part fraternalism is play- 
ing in American life. Preliminary 
sketches of a proposed poster and letter- 
head designs were approved. 

Mr. DeBarry has not yet announced 
his committee for the week’s campaign 
but he felt it was wise to hold a meeting 
in connection with the Illinois congress 
in order to stimulate advance interest 
and develop ideas for the week’s observ- 
ance. After the committee is named 
another meeting probably will be held 
in Chicago to formulate a more definite 
program. 


Premium Waiver Rider Is 
Announced by Society 


Protected Home Circle has made 
available to adult members, both new 
and old, a rider to be attached to senior 
certificates providing waiver of pre- 
mium benefits. This is different from 
the payor waiver rider previously 
adopted waiving premium on junior, or 
children’s, certificates in event of death 
of payor or person responsible for pay- 
ing the premium. 

The new waiver of premium benefit 
is renewable to anniversary nearest the 
member’s 60th birthday, except to age 
50 on the endowment at age 60, plan 
I. It will be issued on all senior plans 
except term to members ages 16-55 
nearest birthday and only to males or 
single self-supporting females gainfully 
employed, who are insurable risks. The 
rider will be attached to certificates al- 
ready in force provided at least $500 
additional insurance with the rider at- 
tached on any plan other than term is 
currently applied for and placed in 
force. 


Mrs. Lena Alexander New 


Head of Texas Congress 


Mrs. Lena Alexander, Garland, Tex., 
state manager of Woodmen Circle and 
sister of Mrs. Dora Alexander Talley, 
head of that order, was elected president 
of the Texas Fraternal Congress at the 
annual meeting held in Houston. Secre- 
tary John M. Cullom was reelected. 

Other officers named are: First vice- 
president, Mrs. Leda Ashley, Fort 

















Worth, associate state manager Degree 
of Honor; second vicé-president, A. S. 
McGregor, Dallas, state manager Mod- 
ern Woodmen, and third vice-president, 
E. H. Hellbusch, Houston, state man- 
ager Aid Association for Lutherans. 

On the board are Mrs. Dora Baldwin, 
Fort Worth; G. G. Kerr, Terrell, Fidel- 
ity Life; Mrs. Eula Bates, Forth Worth, 
Maccabees; George Macussler, San An- 
tonio, Sons of Hermann, and Paul 
Miller, Dallas, state secretary Woodmen 
of the World. 

The congress selected Dallas for the 
1942 convention. 

Thomas R. Heaney, president Na- 
tional Fraternal Congress and secretary 
Catholic Order of Foresters, Chicago, 
was the principal speaker. The program 
also included talks by three N. Ee Cc. 
past presidents, T. L. McCullough, 
Dallas, president Praetorians; Mrs. 
Talley, and Alex O. Benz, president Aid 
Association for Lutherans. 





Margaret Garrity Heads 
Indiana Congress 


Margaret Garrity, Maccabees, was 
advanced from vice-president to presi- 
dent at the annual meeting of the In- 
diana Fraternal Congress held in In- 
dianapolis. Other new officers are: 
First vice-president, A. J. Schuster, 
Catholic Order of Foresters; second 
vice-president, Arthur Sapp, Standard 
Life; third vice-president, Gertrude 
Hoople, Royal Neighbors; fourth vice- 
president, William H. Wright, Gleaner 
Life; alternate vice-president, J. B. 
Craig. Lucille Lucas, was elected secre- 
tary-treasurer, succeeding A. F. Faubel, 
Aid Association for Lutherans. 

Real estate mortgage loans appear to 
represent the outstanding value in to- 
day’s investment market, F. B. Mead, 
Jr., assistant manager Lincoln National 
Life investment research department, 
told the congress. 

“Any rate of return in excess of the 
going rate on United States govern- 
ments represents compensation to the 
lender for the probability that the prin- 
cipal will not be returned intact. When 
interest rates are low there is a nat- 
ural tendency to reach for second grade 
bonds and distant maturities in order 
to maintain income. 

“Inferior credit bonds with tremen- 
dous added risks yield only slightly 
more than really top grade bonds in a 
borrower’s market such as exists today. 
Conservation of capital is difficult 
enough in normal periods, but it is an 
even more exacting task under present 
day conditions. 

“The real estate mortgage loan on 
Owner occupied properties appears to 
represent the outstanding investment 
value in today’s market, especially since 
the almost universal tendency to write 
such loans on a level monthly payment 
plan has proved a protection to both 
the lender and borrower.” 


Fraternalists of Washington 
State Meet in Seattle 


SPOKANE, WASH.—Seventeen fra- 
ternal groups held a fraternal congress 
here with some 60 officers of various 
orders in attendance. The principal 
speaker was T. J. Ivers, Seattle, presi- 
dent Washington State Fraternal Con- 
gress. Other officers are A. W. Beeler, 
state vice-president; Daisy B. Nash and 
DeLynn G. Holstein, members of the 
executive board, all of Seattle. C. D. 
Robinson, Olympia, fraternal supervisor, 
Washington state department, state con- 
gress secretary, also took part. 








Colo.-Wyoming Congress 
at Denver Dec. 15 


The annual meeting of the Colorado- 
Wyoming State Fraternal Congress will 
be held Dec. 15 in the Shirley-Savoy 
hotel, Denver,-it was announced at a 
meeting in that city. John Berenbeim, 
state manager of Maccabees in Colo- 
rado, talked on “Writing New Business 
in Groups.’ This discussion was in 








line with a paper by J. E. Little, field 
director of Maccabees, presented before 
the Fraternal Field Managers Assogja. 
tion at the meeting of the National Fr. 
ternal Congress in San Francisco. 

Hyman D. Landy, Denver, secretary 
reported on the N. F. C. convention 
_— Sorensen, president, was in the 
chair. 


C. O. F. Restricts Issue on 
Men of Military Age 


A limitation of $2,000 maximum jp. 
surance has been put in effect by Catho. 
lic Order of Foresters on present mem. 
bers or new male applicants residing 
in the United States who are between 
age 18-28 nearest birthday. This ap- 
plies to men in the military age group 
including those who already have been 
drafted as well as those who are sub. 
ject to the draft. Members between 
ages 18-28 who now own $500 to $1,500 
in C. O. F., other than juvenile trans. 
fers, are eligible for additional insur. 
ance on a non-medical basis up to the 
maximum of $2,000. Men in deferred 
classifications desiring more than $2,000 
will be given individual ‘consideration, 
C. O. F. will not issue on enlisted men 
in any branch of military service. Hoy. 
ever, it is not attaching a war clause to 
certificates. 

Thomas H. Cannon, high chief ranger, 
is being honored by a sales drive on his 
48th year in that post. A Christmas 
fund cash award campaign which started 
Sept. 1 will wind up Nov. 30. 


Has Million Dollar Months 


Lutheran Brotherhood in September 
and October for the first time in its his- 
tory had two consecutive million dollar 
months in business produced, and in No- 
vember was continuing the high produc- 
tion. Nov. 17 was “Capacity Day,” pro- 
duction proving to be the greatest single 
day in the society’s history. 


Minn. Congress Meets Nov. 29 


Thomas R. Heaney, Chicago, presi- 
dent National Fraternal congress, and 
Commissioner Johnson of Minnesota 
will speak at the annual meeting of 
the Minnesota Fraternal Congress in the 
Ryan hotel, St. Paul, Nov. 29. Invest- 
ment problems will be discussed by Clar- 
ence Finger, Wells-Dickey Co. 

















Caminetti Speaks Over Radio 
SAN FRANCISCO — Operations of 


the insurance department and the impor- 
tance of the protection of insurance to 
the general public were explained in a 
radio address by Commissioner Camin- 
etti over station KSAN. “Insurance is 
designed to meet unexpected situations 
and as a shield or buffer against such 
unpredictable misfortune it is now uni- 
versally employed. It is apparent that in- 
surance is affected with a very important 
public interest which creates on the part 
of the state an equally important obliga- 
tion to make certain that the rights of 
all policyholders as well as those of the 
public as a whole are adequately safe- 
guarded and fully protected,” he de- 
clared. 

Commissioner Caminetti claimed that 
the California department is conducted 
at an operating cost of less than half 
the national average of the administra- 
tive costs of other state insurance de- 
partments. 


Dismiss Chapter 9 Appeal 


The California supreme court has dis- 
missed the appeal of Great State Life 
from the order of Superior Judge Schmit 
of Los Angeles naming Commissioner 
Caminetti conservator of the company. 
This dismissal places another of the 
Chapter 9 companies finally and defin- 
itely under the control of the commis- 
sioner, 


To Go On 3% Rate Basis 


Great Northern Life of Chicago 
announces that it will go on a 3 percent 
rate basis Feb. 1. 























) as (|. Ck. 


re OE 


pea ss Oo 


=> Ch we 


— at an on 2h oe 28 oe ee Ut oe 


—— 






21, 194) 
—=. 


€cretary, 
Nvention, 
3 IN the 


num in. 
y Catho. 
nt mem. 
residing 
between 
This ap- 
€ group 
ve been 
re sub. 
between 
O $1,500 
e trans. 
| insur. 


ause to 


ranger, 

on his 
ristmas 
started 


”” pro- 
Single 








ESE AIR eae NOE REE 


LLP Cte a Tr one 


be 
: 
: 

= 
% 























ago 
ent 













or 


November 21, 1941 


LIFE INSURANCE EDITION 














Sales Ideas and Suggestions 














Defense Work Is Creating 
Great Sales Opportunities 





NEW YORK—Great opportunities 
for life insurance selling exist at the 
esent time because of the market 
created by national defense activities, 
Dr. W. A. Irwin, national educational 
director of American Institute of Bank- 
ing, declared in an address before the 
Life Underwriters Association of New 
York City. | , : 

As a life insurance man in the situa- 
tion created by national defense effort, 
he declared, the agent should keep in 
mind that he has one of the best prod- 
ucts to sell in the world, for which 
there is no substitute; that the institu- 
tion and product have come through 
war, epidemic, inflation and deflation 
with a record that needs no apology; 
that defense programs, wars, taxes, pes- 
tilences, and the like can never destroy 
the affection men have for their loved 
ones, which is the greatest sales appeal 
of life insurance; that the agent this 
year and next because of the increase 
in national income has the greatest 
market for life insurance he has ever 
known, and that some people somewhere 
in every community can purchase his 
products this year and next year, if the 
agent makes a little more careful selec- 
tion of his prospects than ever before. 


Even Net Income Figure Large 


An all time high of $85,000,000,000 
national income is indicated this year. 
The previous top was $83,000,000,000, 
and next year a national income of 
$110,000,000,000 to $125,000,000,000 1s 
anticipated. ‘Upon this unparalleled in- 
come will be a record-breaking tax; a 
$751 income will be subject to income 
tax. However, the most the govern- 
ment proposes to take in taxation is 
$12,000,000,000, leaving a net $73,000,- 
000,000, which has been exceeded as a 
gross figure only once before, he stated. 

Dr. Irwin discounted the possibility 
of a “wild” inflation in this country. He 
said there is nationwide fear of such a 
situation, this, in itself, being a powerful 
deterrent. Another important factor is 
that in spite of huge spending, the gov- 
ernment knows it can’t afford to have 
such a situation, the controls to prevent 
it are known and will be put into effect 
if such a tendency develops. These two 
facts, he said, should be kept in the 
minds of prospects. 

In some lines of business, participa- 
tion in war industries has vastly in- 
creased gross profits. In other lines, 
there are declining profits with pros- 
pects of bankruptcy in some. For 
example, he cited one of the largest 
knitting mills in the world which nor- 
mally employed 6,000 people but now 
has only 630. 


Unskilled Labor Well Paid 


_ One characteristic is the enormously 
increased incomes for millions of work- 
ers. He labeled the situation as 
“screwy” where a boy with no previous 
special technical aptitude, after a six 
weeks course, can get $175 a week who 
otherwise could not get more than $24. 
He cited the case of a former taxi driver 
as an example of the “astonishing” 
situation, who went up to a bank win- 
dow, laid down a pay check for $104, 
and told the teller he did not know how 
to spend it, never having had that much 
to spend in a week in his entire life, his 
Previous maximum being $18.50. 

Life insurance is an institution which 
grew up in the American system of free 
enterprise, Dr. Irwin said. The defense 
vrogram is being carried out under an 


entirely different situation. The govern- 
ment controls the raw materials of 
industry for the first time in history. 
“In one line of business after another 
the paralyzing control of the government 
is being felt.’ The control is exercised 
essentially for war purposes and the 
organization of production is not to 
create or preserve wealth. 

The individual will be pinched as he 
has never been pinched before. There 
will be drastic curtailment of consumers 
goods. “We ain’t seen nothing yet,” he 
remarked. 


Greater Price Control Coming 


Discerning inflationary tendencies at 
work in prices, he said some weak 
attempts at price control have been seen. 
He is convinced, however, we will see 
more drastic efforts to control prices 
being made. The sooner they come, the 
better for all. There should be no price 
free from control. Government controls 
are of two kinds, prohibition of produc- 
tion and dictation of the terms of pur- 
chase. 

Dr. Irwin said he always considered 
life insurance the best form of accumu- 
lation, and still does. He has 83 percent 
of his personal savings in life insurance. 

Miss Beatrice Jones, Equitable So- 
ciety, president, announced a change in 
the constitution was proposed for the 
next meeting Dec. 18, providing for 
regular meetings from October to June, 
inclusive, with the annual meeting in 
June and additional regular meetings to 
be called at the discretion of directors. 


Sponsors Salesmanship Course 


An advance salesmanship course will 
be sponsored beginning Dec. 4, at 9:15 
a. m., in the Equitable auditorium, G. P. 
Shoemaker, Provident Mutual, educa- 
tional vice-president, announced. Enroll- 
ment in the course is limited to 300. 
_ A seminar on supervision is offered 
jointly by the Life Managers Associa- 
tion and underwriters association. The 
first lecture was Nov. 18. C. J. Zim- 
merman, Connecticut Mutual, Chicago, 
spoke on “The Supervisor: What Is 
Expected?” 





Greater Use of 
Income Options Is 
Urged by Anderson 


The bulk of life insurance policy 
proceeds should be made payable as in- 
come instead of in lump sums as now 
is quite general, C. V. Anderson, Provi- 
dent Mutual, Cincinnati, million - dollar 
producer, told the Indianapolis Associ- 
ation of Life Underwriters at a lunch- 
eon meeting. He spoke on the benefits 
of using life insurance to produce in- 
come to replace lost earning power. 
Mr. Anderson is past-president Na- 
tional association and American Society 
of Chartered Life Underwriters, and a 
member of the Million Dollar Round 
Table. 


Power to Produce Income 


“The breadwinner in the home has 
economic value because of his or her 
power to produce income,” he said. 
“Any person who has present or fu- 
ture power to earn income has eco- 
nomic value. Individuals who by rea- 


son of age or inability have no present 
or future income producing power have 
value. 


no economic The individual 





who has no potential or present eco- 
nomic value is not insurable. 

“Each income producing person among 
us has an average or potential economic 
life value. But, at the same time, each 
of us as he grows older eventually 
reaches a point where he can no longer 
produce income, and no longer has a 
life value. A person may reach old age 
and his life vaiue become depleted by 
old age. Another person may meet 
death by accident or by disease at 20 
years of age, thereby creating a loss of 
his life value, unless that life value is 
insured to produce a replacement value, 
or a replacement income. 

“Life insurance owned by the policy- 
holders, large as it is—the aggregate 
being approximately $118 billions in 
force in the United States—covers only 
about 7 percent of the total potential 
economic values of our population. 
Premature death and economic death 
by reason of old age are undoubtedly 
the two greatest forces destructive of 
economic value and of the income 
which individuals produce. 


Needless Losses Occurring 


“Through life insurance Americans 
have strengthened our home front tre- 
mendously by replacing at least a por- 
tion of this continuous economic loss. 
But, there are great and needless losses 
of even this insured economic value 
because approximately 90 percent of life 
insurance is payable in lump sums. 

“It is well known that probably less 
than one family head in a thousand is 
competent to manage and invest sums 
of money paid out in thousands of dol- 
lars. The average widow, children, or 
other dependents for whose protection 
life insurance is usually owned are 
usually even less experienced in finance 
and investments. They are almost in- 
variably faced with a dangerous prob- 
lem when life insurance proceeds are 
paid to them in lump sums. The com- 
mon experience is that such lump sum 
payments are soon dissipated. Often 
there is actual want, or dependence on 
the community. 

“As a social measure alone, bene- 
fiting the entire community, the pay- 
ment of life insurance proceeds as 
monthly income is therefore highly de- 
sirable. And, when we count the im- 
measurable benefits of regularity, cer- 
tainty, security and freedom from care 
of life insurance as income for depend- 
ents or for the old age of the insured 
person himself, the wisdom of income 
payments from life insurance proceeds 
is evident. The great majority of life 
insurance proceeds should be paid as 
income in order to insure that the 
greatest benefits from the vast bulwark 
of life insurance protects and strength- 
ens our American homes in these times 
of national emergency.” 





Why Every Young Man 
Should Own Insurance 


The Excelsior Life gives five cogent 
reasons why every young man should 
own life insurance: 

1. To pay his outstanding debts if 
he should be accidentally killed or die 
from some unexpected illness. 


2. To accumulate ready cash for— 

(a) A business opportunity. 

(b) A professional career. 

(c) Future marriage. 

(d) Reserve in case of extended 
illness. 

3. To provide a small guaranteed 
monthly income for his mother or 
father if he should die before they do. 

4. To establish his credit. 

5. To start a savings fund for his 
final retirement. an ~4 

Few men have ever regretted buying 
life insurance when young—but most 
men lament their failure to buy more 
when the premiums were low. . . 


Psychologist Frey Talks 
to Los Angeles Managers 


Harold F. Frey, consulting phychol- 
ogist, told five securities on which life 
depends at a meeting of the Life In- 
surance Managers Association of Los 
Angeles. These are: Security of the 
child in the parent’s love; security of 
job; security of marital or sexual rela- 
tions; security of parenthood and social 
security. 

He was asked whether he would rec- 
ommend that an agent, age 35, in the 
business for a year, stick to his former 
income level group as an office worker 
at about $2,000 annual wage, or attempt 
to develop business from successful 
business and professional men in the 
$5,000 a year income group. If this in- 
dividual is sufficiently intelligent, alert 
and interested, he should not be re- 
quired to stick to his former level, but 
should be allowed to adjust himself to 
a new ceiling, Mr. Frey said. 

Another question was whether a man, 
age 50, going from another line, could 
develop a sales personality and master 
life insurance selling, to which Mr. 
Frey said, “Definitely, yes.” 

The best source of prospective agents 
today, he said, is in the business admin- 
istration department of any good col- 
lege or university where the men can 
be acquainted with the dignity and im- 
portance of entering into the life insur- 
ance profession. 

Mr. Frey said strict application of se- 
lection tests would not keep out of the 
business many men who should be 
given a chance in it. The good but 
belligerent or sulky agent can be han- 
dled by finding out to what this bel- 
ligerencv is attributable, and working on 
his underlying motivations so he no 
longer feels he must compensate for 
things that happened in the past. The 
man with an apologetic manner may 
have reached the pathologic stage, 
when it would be necessary to dispense 
with his services so he would not lower 
the general agency morale. 

Kellogg Van Winkle, agency man- 
ager Equitable Society, state chairman 
defense bond sales campaign, and C. E. 
Cleeton, president Los Angeles Life 
Underwriters Association, general agent 
Occidental Life of California, who is 
directing the campaign in Los Angeles, 
spoke on the drive. 





Connecticut Agents’ Licenses 


Commissioner Blackall of Connecticut 
in an address before the Connecticut As- 
sociation of Insurance Aents said there 
were 6,841 agents licensed in Connecticut 
this vear, 143 less than two years ago. 
There are 33,000 licenses outstanding, 
The division is 3,805 life and 2,069 life 
only: 4.106 fire and 624 fire only, 4,090 
casualty and 467 casualty only. 











Increase in Number 


of the Small Buyers 


MINNEAPOLIS—A sharp in- 
crease in the number of small 
buyers of insurance is noted by 
Northwestern National Life in 
reporting an October upturn in 
sales. The report showed a jump 
of 46 percent in the number of 
$1,000 policies written this Octo- 
ber, compared with October, 1940. 
Due to the larger proportion of 
small buyers, average size of poli- 
cies written in October, 1941, de- 
clined to $2,514 from $2,657 a year 
ago, at the same time that the 
company’s ordinary sales increased 
to $6,121,968 for the month, com- 
pared with $5,095,740 in October, 
1940. 
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Selection Men Hear Warning on ‘Jumbo’ Investment Policies « 


(CONTINUED FROM PAGE 1) 





Lincoln National Life before the asso- 
ciation in 1931, Mr. Rust said that the 
chief selection officer cannot “pass the 
buck” by saying that interest is a prob- 
lem for the financial officers, mortality 
a problem for the actuaries and compe- 
tition, public needs, and advertising the 
problems of the agency officers. It is 
the balance of all these considerations 
and the interplay and cooperation of 
all these functions that makes life in- 
surance safe, properly priced and valu- 
able to our cjtizens. 

Mr. Rust recalled that Mr. Mead’s 
paper expressed concern about jumbo 
risks and selection against the com- 
pany. ‘These were mortality risks. A 
new type of jumbo risk has now sprung 
up, said Mr. Rust, but the hazard this 
time is an investment risk. He said 
that whenever money comes pouring 
into insurance companies without the 
persuasion of the salesman it can in- 
dicate only that too great a bargain is 
being offered. While this money may 
be welcomed for a time the realization 
begins to dawn on actuaries that pre- 
mium rates should be raised, but com- 


petition makes agency officers hold 
back. 

Companies Face Dilemma 

Under these circumstances, what 


should company policy be? he asked. 
Should it be to return to the main 
function of life insurance, indemnity 
only, and withdraw entirely from the 
savings or investment field, or should 
rates be raised to a point where cur- 
rent rates of interest will make these 
investment policies no longer a_bar- 
gain? Should there be a limit on the 
amount to be accepted on a single life 
or from a particular pocketbook? 

While the fundamental primary ob- 
ject of life insurance is indemnity, the 
investment feature is one that has also 
become a real and logical part of the 
business, Mr. Rust observed. Protec- 
tion not only against death but protec- 
tion against a destitute old age is a 
proper field for insurance companies. 
He favored a policy of moderation, not 
withdrawing from a field that has long 
been a stimulus to thrift and saving but 
curbing of the abuse of these invest- 
ment policies by limiting the amount to 
be accepted on a single life. 


SINGLE PREMIUMS 


In trying to arrive at a guide it is 
impossible to go on the theory that an 
interest rate averaged over a period of 
years can be used in considering single 
premium business. A tremendous vol- 
ume is available when interest rates are 
very low and practically none when 
rates are high. When the single pre- 
mium comes in it must be invested im- 
mediately and the yield obtainable is 
that which prevails on gilt-edged in- 
vestments at the time. 

Taking up the various investment 
forms of life policies, Mr. Rust dis- 
cussed each from the point of view of 
the feasibility of obtaining the proper 
price under current conditions, the 
withdrawal hazard, that is, the danger 
that large amounts of cash will be de- 
manded, and the general question in the 
case of single premium business of the 
volume of new money the company can 
conveniently invest. 


Annuities Require Selling 


Immediate annuities if vigorously 
sold so as to prevent anti-selection may 
be issued on a sound basis even though 
medical science is constantly working 
against the annuity tables by tending to 
iricrease the span of human life, since 
this span necessarily approaches a limit. 
The amount to be accepted on an in- 
dividual life, however, should be set so 
that too large a risk is not concen- 
trated on one life and so that the total 
value of new money coming in is not 
larger than the company can conveni- 
_ently invest. ‘ 








For the same reasons a proper price viding for estate taxes in a convenient 


can be set for a single premium de- 
ferred annuity with no cash _ values. 
Absence of cash values removes the 
withdrawal hazard but may result in a 
dissatisfied annuitant if he later changes 
his mind about continuing. An amount 
limit should also be set for this type 
of policy. 


Elective Annuities Held Worst 


Taking up the third kind of invest- 
ment business, single and annual pre- 
mium elective annuities with guaran- 
teed cash value, Mr. Rust said that in 
his opinion very little can be said in 
favor of these policies, which are 
merely savings accounts with annuity 
options. Because of expense and com- 
missions life companies cannot compete 
with other forms of savings. Hence it 
is difficult to set a price that will be 
safe and at the same time satisfactory 
to the insuring public. 

The withdrawal hazard is especially 
serious and it is doubtful whether pres- 
ent surrender value laws allow a suffi- 
cient margin of safety to a company. 
The two principal dangers are the un- 
certainty of annuity mortality and the 
fact that the surrender rate will be ex- 
ceedingly high when the public is seek- 
ing cash in some future financial panic. 
The single premium policy of this kind 
is especially dangerous, he said. The 
settlement option allowing cash values 
to be left on deposit aggravates the in- 
vestment problem and tends to create 
a large volume of demand liabilities. If 
viewed only from the actuarial or in- 
vestment angle these contracts should 
be withdrawn in an economic period 
such as the one in which we are living, 
he said. 


Seeks Practical Compromise 


However, as a practical matter he 
raised the question of the advisability 
of abruptly changing policies to fit 
exactly each period’s conditions as 
against a compromise between what is 
theoretically correct and what is prac- 
tically and psychologically correct from 
the agency point of view. Is it wise, 
he asked, for companies during one pe- 
riod to issue policies which they give 
their field to sell and then abruptly 
withdraw them when a new economic 
period makes these policies difficult to 
handle? He likened the situation to a 
smoker’s problem in dropping the use 
of tobacco abruptly or gradually taper- 
ing off. 

Mr. Rust wrote to 36 companies and 
found that some had adopted the quick 
method, others the more drawn out. 
Twelve either never issued the elective 
annuity contract or else had withdrawn 
it and 24 limit the amount accepted on 
a single case. 

Though feeling that the arguments in 
favor of elective annuities with guaran- 
teed cash values are weak in the pres- 
ent market, Mr. Rust said there may be 
periods in which they will have force. 
These arguments are that such con- 
tracts in moderate amounts enable peo- 
ple to create a retirement fund and fur- 
thermore salesmen who have sold the 
plan say that it gives them an entering 
wedge with prospects who resist the 
straight life insurance approach though 
later they can be converted to life in- 
surance. 


Warns of Favoritism 


As for single premium endowments, 
Mr. Rust said that since this class of 
business is bought by only a very small 
minority of the insuring public and may 
well work out at a loss the interests of 
the majority would require the with- 
drawal of single premium endowment 
business at times when the yield on 
government bonds descends to very low 
levels. Much the same difficulty is 
found in single premium life insurance 
though it is not purely an investment 
proposition except at the higher ages. 
Furthermore, it fills a real need in pro- 


ing inspections in all cases. 


_ary paying all 


manner. 
Discounting premiums paid in ad- 
vance is a privilege which, though of 
value to both policyholder and com- 
pany, is quite liable to abuse, Mr. Rust 
said. As a precaution the rate of dis- 
count should be lower than can be ob- 
tained on short-term government bonds 
and the terms allowed on withdrawal 
should cover the contingency of.a much 
higher rate with consequent deprecia- 
tion. The problem of keeping the total 
amount of new money coming in with- 
in the limits that a company can con- 
veniently invest necessitates limitation 
in the number and amounts of pre- 
miums that will be accepted in advance. 


Hits Short Term Endowments 


Short term annual premium endow: 


‘ments are so largely a purely invest- 


ment proposition that a minimum term 
of 15 years seems desirable under pres- 
ent conditions, Mr. Rust said. For 
shorter periods it is difficult to set a 
proper level for premiums and divi- 
dends unless a different rate of inter- 
est is used than on longer term poli- 
cies to allow for the lower yields on 
short term investments. ; 

The informal discussion session, 
which occupied an entire afternoon, 
covered half a dozen topics of general 
and immediate interest. The first dealt 
with the value of obtaining inspection 
reports on all applicants. The con- 
sensus was heavily in favor of requir- 
Several 
members said they had checked over 
their records and found that there were 
a number of undesirable applicants who 
would have been accepted but for the 
revelations of the inspection reports. As 
for the number of years which should 
be covered in the reports, there was 
general agreement that at least for the 
larger cases informants should have 
known the applicant for a minimum of 
two years, 


Refugees Are a Problem 


This point led to the discussion of the 
present practice on acceptance of refu- 
gees, since the big difficulty with this 
class of applicants is in obtaining reli- 
able information that goes back any 
length of time. A_ sufficient number 
of refugees have shown a disposition 
to conceal pertinent facts about their 
condition which could not be deter- 
mined in this country that underwriters 
have become rather wary. 

Granting of double indemnity to 
special classes of risks came in for con- 
siderable discussion. In the case of fre- 
quent users of airlines the general opin- 
ion seemed to be that it was safe to 
take them standard up to about 25 
hours of flying a year and to charge 
1% to twice the usual double indem- 
nity rate up to about 100 hours a year 
and beyond that to refuse double in- 
demnity. As for frequent users of auto- 
mobiles, such as truck and bus drivers, 
these are usually rated anyway because 
of occupation. Where any risk is bor- 
derline because of alcoholic habits the 
feeling was definitely that double in- 
demnity should be denied. 


Rewriting Uninsurables 


There was a little discussion of the 
advisability of rewriting insurance for 
the net amount at risk on uninsurable 
policyholders to avoid estates and in- 
heritance taxes. Only two members 
spoke on this subject and they were 
opposed to it. This is the type of case 
where the policyholder wishes to take 
advantage of the Treasury decision 
under which estate taxes are to be de- 
termined not by who owns the policy 
but by who paid the premiums. If a 
new policy is issued with the benefici- 
i the premiums, there 
would be a saving in the estate tax. 

It was generally agreed that the 
amount of insurance should be 
stricted’ on a risk who is_ acceptable 





EC- : 


ly 
only with a war-exclusion rider, Aj, 
it was felt that waiver of premium and 
additional indemnity should not 
granted to draftees and other Classes 
exposed to the war hazard, because oj 
the liberal wording of the double jp. 
demnity clause. 

It. was agreed that applicants wh 
have been classified as 4-F under the 
selective service act should be examine 
with extreme care by a particularly wel 
qualified examiner before being a. 
cepted. This classification includes 
those who are physically, mentally o; 
— unfit for military service of any 

ind. 


Occupational Rating Discussed 





In his paper presented at the occupa. 
tional committee session Morris Pitler 
Mutual Life, emphasized the need oj 
an underwriter’s being acquainted with 
the specific hazards of various occupa. 
tions and also with the statistical ex. 
perience and reasoning on which the 
extra premium charges of his company 
on individual occupations are based, 
This is particularly essential in ap. 
praising an applicant who because of 
special circumstances does not readily 
fit into a definite occupational class, 
For example, in the case of a truck 
driver the accident hazard _ exists 
whether he is an employer or employe, 
rich or poor, college graduate or not, 
and for practical purposes varies only 
with the time of exposure. 

On the other hand, an unskilled la- 
borer’s excess mortality is due only in 
small part to a higher than normal ac- 
cident mortality. The hazard is one 
of “grade,” the implication being that 
low economic status compels a stand- 
ard of living that affects longevity 
adversely. Thus an underwriter is just- 
tified in granting standard life insur- 
ance to individuals, now working as un- 
skilled laborers, whose previous work 
or educational training justifies the pre- 
sumption that their status is probably 
temporary. This consideration would 
apply largely among young high school 
and college graduates and among 
skilled mechanical tradespeople thrown 
out of their regular work during a de- 
pression. At the same time in con- 
sidering double indemnity on such ap- 
plicants the hazard is an immediate one 
which strikes at all workers in the 
group about equally regardless of fu- 
ture prospects and therefore it seems 
logical to assess the regular extra pre- 
mium charge for the group while at the 
same time classifying the risk as stand- 
ard for life insurance. 


How Knowing Factors Helps 


Mr. Pitler cited a number of cases 
to show how an understanding of all 
the factors involved that create an oc- 
cupational hazard can be of value in 
arriving at the proper underwriting 
judgment and in justifying a rating, 
where this is necessary, to the agent 
or the insured. 

Other speakers at this session were 
R. F. Edwards, Prudential, who dis- 
cussed accidents among railway em- 
ployes, and W. C. Harrison, New York 
Life, who talked on the occupational 
hazards of state police forces. ' 

At the general sessions speakers in- 
cluded Mr. Williamson, who gave his 
presidential address, Dr. H. C. Cruik- 
shank, Manufacturers Life, and Leigh 
Cruess, Mutual Life of New York, all 
of whose papers were reported in last 
week’s issue. A. C. Webster, Mutual 
Life of New York, discussed wartime 
underwriting and its problems and 
practices but this was a confidential 
session, as was the case clinic con- 
ducted by Howard Goodwin, Phoenix 
Mutual. 


Aid in Dallas Bond Drive 


DALLAS—Fire, casualty and _ life 
agents and company men here are tak- 
ing the lead in boosting the sale of 
defense bonds and stamps and have or- 
ganized to interview every employer 
with more than 100 employes to inaugt- 
rate a salary allotment plan for the pur- 
chase of the bonds and stamps. 
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NOW UN uur js YEAR 


A milestone at which we are grateful for the 
steadfast confidence and good will that mark day- 
by-day relations between policyholders, field force 
and home office staff. 















An anniversary in which we are striving to be 
worthy of continued leadership as one of America’s 
oldest and strongest life insurance companies. 



















































MANAGER WANTED 


for 


DAYTON, OHIO 
HARRISBURG, PA. 





These two important positions available 


with well established Company. 





Guaranteed income with opportunity for 
increased earnings for one qualified to suc- 
cessfully assume managerial duties and 


responsibilities. 


Address Box O-23 
The National Underwriter 
175 W. Jackson Blvd., 
Chicago, Ill. 








@ A liberal commission contract. Practical and 
efficient field help by experienced Home 
Office Agency men. 


@ A new streamlined Sales Manual recognized 
by our Field Force as one of the best ever 
edited. Evidence our new paid business far 
in excess of previous year's record. 


@ Low non-participating rates and a wide diver- 
sity of policy plans. Issues from 0 to 65, 
inclusive. Also issues on sub-standard risks. 


mum A progressive Southern Company serving the 
people of the South through Branch Offices 
operated on either Managerial or General 
Agency basis. 


olunteer State Life Insurance Co. 


Chattanooga, Tennessee 
"A SOUTHERN COMPANY OF CHARACTER" 


Cecil Woods, Howard Blanton, 
President Agency Vice-Pres. 











A NEW PLAN 


“Three-Fold Security’—a new Fidelity 
plan just released—meets the three basic in- 
surance needs of the great middle income 
group—today’s insurance buyers. The plan, 
wrapped in one easily owned package—and 
priced right for this market—offers this three- 
fold security. 

$50 a month at age 65, guaranteed as long 
as you live, and if you die before 65— 

$50 a month to your wife for ten years, 
and in addition— 

$1,000 in cash to square you with the world 
and take care of those last expenses. 


Easy to understand—easy to own—easy 
to sell—the new Fidelity Three-Fold Security 
plan meets the insurance needs of the vast 
middle income group. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














S ite 








Keen interest was taken in the demonstration of Canadian war weapons at the joint 
annual meeting of the Association of Life Agency Officers and the Sales Research 
Bureau at Toronto. Left to right are: W. Carlisle, superintendent of agencies Mutual 
Life of Canada; Wallis Boileau, Jr., second vice-president Penn Mutual, and S. C. 
McEvenue, Canada Life, Toronto, Mr. Boileau is demonstrating the standard army 
method for using a Bren machine gun against low-flying Nazi aircraft. 


At Life Agency Officers meeting in Toronto: Holgar J. Johnson, president Institute 
of Life Insurance; Lt. Col. J. A. McCamus, general superintendent of agencies North 
American Life, Can., and now on active service; J. J. Murray, Dominion Life, Water- 
loo (standing). Kneeling behind the Vickers machine gun is James A. Fulton, 


president Home Life of New York. 


C. J. O’Connell, field secretary New York Life; a Canadian sergeant; C. D. Devlin, 
assistant general manager Confederation Life and chairman of the Canadian com- 
mittee which prepared the excellent three-day program of entertainment and special 
features, and G. H. Chace, vice-president Prudential at Life Agency Officers gathering 
in Toronto. The soldier is instructing them in the use of a 3-inch mortar. 


A sergeant major in a Highland regiment of the Canadian army who fought in the 
last war is demonstrating the way to fire a 2-inch mortar to Bradford H. Walker, 
president Life of Virginia; W. W. Jaeger, vice-president Bankers Life of Iowa, and 
John A. Stevenson, president Penn Mutual, at Toronto meeting of Life Agency officers. 


At A. L. A. O.—L. I. S. R. B. parley in Toronto: Frank L. Jones, vice-president 
Equitable Society; W. M. Rothaermel, vice-president Pacific Mutual; the man behind 
the gun, Stephen Ireland, vice-president State Mutual; Jack Hann, Otis Hann Com- 


President George A. Bangs of American United Life received a tribute on his 
pany, Chicago; and Robert H. Denny, State Mutual. 


birthday when a record production of applications were presented him. 





